MARS W2e 


OTOR ACE 





MALL territory™small dis- 

count—too many cars at the 
wrong time and too few at the 
right time—high service expense 
—low second hand value—too 
many time payments. 


He’s a smart dealer who can make 
money under those conditions. 


JORDAN MOTOR CAR CO., Inc., CLEVELAND, OHIO 





SHOCK 
EDA BSORBERS 


FASILY STOCKED 





QUICKLY SOLD 

















Unusual Engineering Principles-- 


INDIAN Shock Absorbers operate effectively as a. 


check on both shock and recoil. Action of the off-set 
balancer makes INDIANS remarkably smooth and 
positive in operation—the simplest and most durable 
automobile shock absorber on the market. 


Quantity Sales To Supply 
All Popular Cars-- 


Owners of unequipped cars will appreciate the low 
orice of INDIANS. $15.00 a set of 4 is within the 
reach of all. Thousands of satisfied users endorse 


INDIANS. 








Market Is Practically Unlimited-- 


Many cars are on the road with broken and obsolete 
shock absorbers. Often it is possible for such cars 
to be completely equipped with INDIANS all around 
for less than cost of one repair. Absence of the neces- 
sity for subsequent adjustment and repair makes a 
replacement by INDIAN cost the car owner nothing. 


Two Models Fit All Cars-- 
No Odd Parts To Stock-- 


There are only two sizes of INDIANS. This means 
a simplified stock. You can equip any make of car 
instantly, yet you carry no dead stock. There are 
no clips, clamps, or extra bolts and nuts to carry. 
Every set is complete in a unit package from which 
you can equip all makes of cars. 


Quick Turnover-- 


With all cars in need of good shock absorbers at a 
low price, you will find that there is a big INDIAN 
market. Users are universally satisfied. Satisfied 
customers means increased sales. 


Worthwhile Profits-- 


There is a substantial profit on every set; your inven- 
tory is simplified; your turnover is quick, and there 
is a large and immediate market. Investigate this 
profitable accessory. 


INDIAN SALES CORPORATION 
SPRINGFIELD, MASS.U.S.A. 
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How Many Cubic Feet of Profit 


Does Your Compressor Deliver? 





F yours is a part-time compressor — give it 
| a full-time job. Make it serve in changing 
tires as well as pumping them up. There are 
thousands of cubic feet of profit in its tank, 
if you'll use them. 


Weaver has several power service devices 
which harness the unused power of air com- 
pressors and turn it into dollars. 


Here are two. An Air Tire Changer for tires 
on split rims— and a Power Rim Stripper 
that demounts the largest of truck and bus 
pneumatics from disc wheels and solid rims. 


It makes little difference to these power 
performers what may be the condition of 





the rim —nor matters it how stubbornly the WEAVER AIR TIRE CHANGER 
. ‘ ‘ Handles 18 to 24 inch split rims with perfect safety. 
rusted-on shoe may cling. Quickly, easily, rims, Wim Rel) by two slafionary Jawa: adjustable 


: me 1b 4 size rims, a cy ene of b ny is ee 
= power jaw contro y handle operating 
sat ely—the tire comes off. two-way valve. In remounting, power jaw expands 

rim onto tire. Your compressor furnishes ample power. 


In 1928—put your air compressor to work. 


EAVER 


Air Tire Changer 
Rim Stripper 











Visit Your Jobber Whenever 
You Can And SEE What’s 


New in Equipment. 





WEAVER MANUFACTURING CO. 





Springfield, Illinois, U.S. A. WEAVER POWER RIM STRIPPER 
Heaviest truck and bus pneumatics, come off their 

W Sener dus bah peur comanemea an. Caaan 
* ——_W 1 . - alr. x 

EAV ER CANADIAN Cce.. Ltd. which grips the wheel saves inward. The six con- 
centrically adjustable fingers shove the shoe off. 

Chatham, Ont. Jobs which used to require hours now take minutes. 


Indispensable to shops servicing trucks or buses. 








Equipment for every need: TOWING : MOTOR OVERHAUL : REAR AXLE REPAIRS : TIRE REPAIRS : LUBRICATION : BRAKES : WASHING 


———— 





ADV. PICARD-SOHN, INC., N. Y,. 
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Manufacturers of Automotive Equipment 
and Electrical Appliances 
Starters -- Generators -- Ignition -- Horns 


Speedometers -- Fract. HP Motors 
Electric Drives for Typewriters 


Rochester, N. Y. 








MOTOR AGE 





Watch Mr. Customer walk 
up to the display card—then 
ask you how the Hot-Hed 
not You'll show him— 
and a sale is made. Hot- 


Heds sell like Hot-Cakes. 


Jhe Equipment That Lasts 
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> No reels — 
4 
/ No cables— 


No shorts— 


USH in... Snap off... Light up... Pass 
around. That’s all there is to the Hot-Hed, It 


holds its heat. Case stays cool. No burned fingers. 


No holes to drill. Easily and quickly installed. 
Clamps solidly to the instrument panel with a 
thumbscrew. Wire connects to ammeter stud. 


There you are! 


Hot-Hed shares the sturdiness of all North 


East Products. Retails at $2.50, with a square 
profit for you. Sells easily. Just the lighter every- 
body’s looking for. Individually packed in a car- 
ton of ten with display card. Order a carton. 
You’re likely to sell only nine of your first carton, 


well admit. The other Hot-Hed will probably go 


on your Own Car. 





‘NaertH East SERVICE we. \ 
Official Service and Sales Distribution 
For NORTH EAST Products 
Rochester -- Atlanta -- Chicago °° Detrott 
KansasCity -- New York -: San Francisco 
- London .. Paris -- Toronto. 
Authorized Service Stations the world over 
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and Improved 
Weidenhoft Test Benches 


at same low prices 


Equip your shop now and be prepared for that profitable Spring Overhaul Business. 
During the Winter Months, the days were short, which meant that the headlights 
were used longer, requiring a higher charging rate, which overworked the generator. 
The starting motor was overloaded by a cold and stiff engine. Excessive voltage, due 
to high generator charging rates, causes quick deterioration of contact points, coils, and 
condensers. All these units must be tested and overhauled, or replaced, to insure a 
reliable performance of the car. 














With Improved Self-Aligning 


Flexible Drive i 
The exclusive Weidenhoff Flexible Coupling has been 
wonderfully improved so that all electrical units can be 
chucked and driven, regardless of any misalignment. X 


Absolutely noiseless, so that any mechanical defect can 
be detected. 











New Model 25 
Ultra-Service Test Bench 





For the large and busy Service Station. Accepted New Model 18 
as the standard by the leading Electrical Equip- ° 
ment Manufacturers. Comes equipped with a Super-Service Test Bench 
large and powerful Variable Speed Motor capable Sets on any work bench. Complete in every respect to 
of testing the largest generators at their maximum make all the tests necessary on any ignition, starting and 
output. New features added. lighting system, including 1928 models. 

Priced very low and sold on our easy payment plan 










SHOP EQUIPMENT for 
BATTERY and ELECTRICAL SERVICE 


JOSEPH WEIDENHOFF, INC., 4358 ROOSEVELT ROAD, CHICAGO, ILL. 


Without obligation, tell me more about your new improved test benches: 


( ) Car Dealer ( ) Repair Shop ( ) Tire Shop 
( ) Storage Garage ( ) Battery & Elec. Ser. ( ) Radio Shop 


i Name........ pies sean be bee eeete a er sieledetiaeimeeieeemenaenenl ee er 






(Indicate your present business. ) 
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SHOW your prospect 
you can SERVICE the car you sell him 


Increase your sales 
of cars, parts, service 
and accessories by a 
WELL-LOCATED 
Parts Department 


WW" SELL a prospect on 
your car and then let 
him pass on to your compet- 


itor because your Parts Depart- 
ment is not modern and visible? 


Show the customer you can 
service the car you sell him. Put 
your Parts Department, with 
attractive, orderly LAPS Sys- 
tem and Lupton Display Equip- 


MOTOR AGE 


ment, between the show room’ 


and shop, where every one who 
enters your place can see it 
whether he comes to look at 
Cars or to get service. 


Correct location and equipment 
of your Parts Department will 
not only increase your car sales 
—it will also build up your sales 
of parts, of accessories, and of 
service. 


The correct equipment is Lup- 
ton Auto Parts Storage Systems 
and Lupton Display Counter. 
Over 10,000 dealers have proved 
this fact in the form of larger 
profits. You can do the same. 


Lupton offers you, free, the ben- 
efits of 7 years study of Parts 
Department Operation. LAPS 
Systems, made by Lupton, give 
you the proper organization for 
the Parts Department and in- 





Here’s a properly-located Parts Department 
which is helping Lee-Rogers Chevrolet Co., of 
Monroe, La., to increase car sales, service 
sales and parts and accessories sales. It is 
equipped with a LAPS System, and Lupton 
Steel Counter with glass front. 


crease Car sales, as well as serv- 
ice and accessory profits. 


Free to you 


Let Lupton help you without 
obligation. Write for this book, 
“Your 4 Sources of Profit’. 
David Lupton’s Sons Co., Gen- 
eral Motors Bldg., Detroit. 





LAPS Systems are made to store 
parts of every make of car in 
quantities to suit every size of 
dealer. LAPS Systems balance 
your stock, increase your sales 
through good display, and cut. 
the cost of Parts Department 
Operation. 


The bolted construction used in 
LAPS Systems assures strength, 
rigidity and speedy adjustment 
of all shelves and dividers. 











Lupron Auto Parts StoracE 
















6 MOTOR AGE March 1, 1928 











a 
a 





q/ 
iy 
rt 

















“REPLACING ALL OTHERS” 


i‘ is evident that Houdailles are replacing ordinary spring- 
control equipment, for Houdaille retail sales are increas- 
ing all over the country. 


Today the public considers riding comfort of first impor- 
tance and is willing to pay for the best. They can see the 
superiority of a double-acting shock absorber that controls 
both the up and the down spring action and does it with a 
strong steel arm instead of straps or cables (straps or cables 
only can snub the recoil). There is real profit to the dealer 
in this willingness ot the public to pay for the best. Mail 
the coupon today for information on our sales plan. 


HOU DAILLE 


Hydraulic Double-Acting 
SHOCK ABSORBERS 


Department AO 

‘Houde Engineering Corp. 
.. §37.E. Delavan Avenue, 
- Buffalo, New York. 


Please:send me details and price list of Houdaille Shock Absorbers. 
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peed the Loads: 


HOCK loads transmitted to the bearings 
increase in intensity as the square of the 
speed—an engineer’s way of saying that 

punishment of the bearings increases much 
faster than the speed. 


Reo has had remarkable success in getting 
loads there in a hurry—because Reo engineers 
have always made the chassis bigger than 
the job. 


One sure way of getting ample factors of 
safety as well as speed and capacity without 
replacements or readjustments is to use New 
Departure Ball Bearings, as Reo has done in 
its new series of Speed Wagons. 


THE NEW DEPARTURE MANUFACTURING COMPANY 
BRISTOL, CONNECTICUT 


Detroit San Francisco 


eee eee eee terete wna _ ne rere - : . rm ~ 


Nhenever you have a bearing 

problem our expert engineers 

will be dédlad to discuss it witha 
oO : 

fou personally. We will helps 


you to do your thinking. e~ 


AAAI aati 
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Performance demands grew greater 
and greater, so 81% of all car and truck 
manufacturers adopted Timken Bear- 
ings tocarry the pinion and worm shafts 





Engine speeds went on up—and the pinion turns 
at engine speed. Breath-taking, merciless accel- 
eration came to be the expected thing. Quietness 


in other parts made rear axle quietness more 





imperative than ever. 


This situation is being met with Timken-mounted 
pinions by an increasing number of makers. 
They find by test that Timken Bearing radial 
and thrust capacity will cut in half the “lift” 
and “give” of the pinion! Thus the chief causes 
of noise and wear are overcome by the extreme 
rigidity made possible by Timken tapered con- 
struction, Timken POSITIVELY ALIGNED ROLLS, 


and Timken-made electric steel. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN i::.- BEARINGS 
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GMC Overseas 


Trade Growing 


Gain of 63 Per Cent Made in 
Sales Abroad During 
Past Year 


SECONDQUARTERBEST 


DETROIT, Feb. 27—During the year 
1927, General Motors cars sold to over- 
seas dealers totaled 193,830, according 
to an announcement made by Alfred P. 
Sloan, Jr., president of General Motors 
Corp. This compares with 118,791 sold 
to overseas dealers in 1926 and with 
100,894 in 1925. Sales in 1927 were 
63.2 per cent higher than in 1926 and 
92.1 per cent higher than in 1925. 

The number of cars sold to overseas 
dealers by quarters in 1927, 1926 and 
1925 is shown in the following: 

Number of Cars and Trucks Sold 











Period 1927 1926 1925 
Ist Qtr. .. 39,443 31,936 15,577 
2nd “ .. 53,009 31,861 26,277 
3rd“ . 48,885 22,799 25,906 
4th “ . 82,493 32,195 33,134 

193,830 118,791 100,894 


These figures are the sales by Gen- 
eral Motors export organizations to 
dealers of Chevrolet, Pontiac, Olds- 
mobile, Oakland, Buick, La Salle and 
Cadillac in all countries of the world, 
except the United States and Dominion 
of Canada, but do not include sales of 
Vauxhall Motors, Ltd., or overseas 
sales of the products of Yellow Truck 
and Coach Manufacturing Co. 





Chalfant, of Standard 


Parts Group, Vacationing 
DETROIT, Feb. 29—E. P. Chalfant, 
executive vice-president of the National 
Standard Parts Association and Mrs. 
Chalfant will sail from New York to- 
day for a cruise in the Caribbean Sea. 
The trip will be taken as a 30 days’ 
vacation which the board of directors 
voted some time ago. 





Waterhouse Goes Abroad 


NEW YORK, Feb. 24—W. E. Water- 
house, accompanied by his family, will 
*.11 tomorrow for London. Mr. Water- 





Money to Go Farther 


WASHINGTON, Feb. 29— 
The new $1 bill which will 
makes its debut about Oct. 1, 
greatly curtailed as to size, will 
be in a much better position to 
battle “its worst foe,” the oil 
station attendant, than hereto- 
fore, according to a hearing 
just held before the house 
committee on appropriations. 

The new bill will be ap- 
proximately one inch shorter 
and 3%, inch narrower than the 
old bill and will be made of a 
composition containing 75 per 
cent linen and 25 per cent 
cotton. 

A check-up made shows that 
once in every seven times a 
bill changes hands it is ex- 
pended by a motorist for oil or 
gas and that in this operation 
the bill picks up grease spots 
that shorten its life. 

The government estimates . 
that by strengthening the stock 
and reducing the size it will 
save $246,715 annually. 











house will be abroad on an indefinite 
assignment for General Motors Export 
Co. He came to New York from Aus- 
tralia where he was general superin- 
tendent of sales for the company. 





McCarty Appointed Nash 
Motors Co. Vice-President 
KENOSHA, WIS., Feb. 23—E. H. 

McCarty, for the last six years general 
sales manager of the Nash Motors 
Co., has been named vice-president of 
the organization, it was announced to- 
day by Charles W. Nash. Three years 
ago he was elected a director of the 
company. He will continue to direct 
the sales activities in addition to his 
new responsibilities. 





Sonnenberg With S.K.F. 

DETROIT, Feb. 28—L. T. Sonnen- 
berg has become associated with S.K.F. 
Industries, Ine., with headquarters in 
Cincinnati. He will cover automotive 
jobbers through the southeast. 


Accessory-Parts 
Trade Increases 


Manufacturer Group Figures 
Show Decided Gain in 
January 


SHOWS AID BUSINESS 


NEW YORK, Feb. 27—January 
business in parts and _ accessories 
showed a marked increase, according 
to index figures just prepared by the 
Motor and Accessory Manufacturers 
Association. 

The grand index for all groups is 
placed at 153, which compares with 109 
in December, and shows a decided in- 
crease over January 1927 and 1926. In- 
dex for original equipment is 168, 
which compares with 111 for December. 
Replacement parts is 187 compared with 
126 for December. Accessories stand 
at 79, compared with 61 for December, 
and shop equipment is 142. 

The most marked increase, registered 
in original equipment, is due to the 
stepping up of production by car manu- 
facturers who had just introduced their 
new lines at the beginning of the year. 
The marked increase in shop equipment 
is attributed to the interest developed 
in the shop equipment sections of the 
national shows, which this year were 
regarded as the most successful exhibits 
of this type ever held. 

The comparatively slight gain in ac- 
cessories is laid to the fact that these 
figures are based on sales to the trade, 
and the growing volume of accessory 
sales to car manufacturers, who them- 
selves distribute through dealers, is not 
taken into account in computing this 
index. 





es a eee 


Houpert Machine Co. and 
Cleveland Piston Merge 
DETROIT, Feb. 25—The Houpert 
Machine Co., Long Island City, N. Y., 
has been merged with the Cleveland 
Piston & Manufacturing Co. 





Russell Heads Gear Co. 

DETROIT, Feb. 24—A. G. Russell 
has been elected president of the Re- 
public Gear Co., Detroit. 
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Dodge Business 
Continues Gain 





Expect Victory Six Output to 
Reach 1000 Units by 
March | 


DETROIT, Feb. 27—Demand for 
Dodge Brothers passenger cars and 
commercial vehicles continues to in- 
crease, according to John R. Lee, 
general sales manager, who sees excel- 
lent business conditions prevailing for 
the industry during the spring months. 
In an interview with Chilton Class 
Journal he said the company expects 
production of the new Victory Six to 
reach 1000 units a day by March 1. He 
also added that introduction of the Vic- 
tory has proved a great stimulus for 
the sale of the Senior Line. 

Besides the marked increase in pas- 
senger car sales, Mr. Lee said that 
commercial car sales continue in a very 
gratifying upward curve. 

While motor car sales appear to be 
increasing in practically all sections of 
the country there is a temporary spotted 
condition resulting from the collection 
of a local tax on motor cars which is 
due at this time of the year in several 
communities. Mr. Lee believes that as 
soon as the tax situation is passed, 
sales in these sections will show normal 
trends. 








Mauro, of Graham-Paige, 
Addresses Western Group 

SPOKANE, WASH., Feb. 24—“Three 
factors will be the determining ones 
in the automobile business during 1928,” 
John F. Mauro, district manager of the 
Graham-Paige Motor Co., announced to 
a large gathering of Graham-Paige 
dealers here, who gathered at the invi- 
tation of James L. Elam, Inland Empire 
distributor. 

“These factors are the public accep- 
tance of the line, competitive conditions 
to overcome, and the absolute coordina- 
tion of the dealer and his organization. 
Last year the average earnings of auto- 
mobile salesmen in the United States 
was only $875. I expect it will be 
higher this year, at least it should be.” 

Factory representatives at the meet- 
ing were F. R. Valpey, assistant to 
Robert Graham; E. G. Nogar, service 
manager, and J. H. Wissing, manager 
of the accounting department. 





Carlton Back from Europe 

LANSING, Feb. 28—C. C. Carlton, 
secretary of the Motor Wheel Corp., 
has returned home following a month’s 
business trip to England. 











$200,000 a Year 
or Salesmanship 


Made Easy 


me ee 


Lesson No. 13. Foolin’ ’em 














Mr. 0. HELYES, shown in 
the picture, is now the world’s 
most successful salesman of 
abdominal belts for men. The 
reason he sells so many of 
these patent reducers is be- 
cause he is such-a good adver- 
tisement for them. With his 
slim figure and concave stom- 
ach, he has little difficulty in 
convincing: the prospective pur- 
chaser that the reducer will do 
as much for him, etc. 

As a matter of fact, Mr. 
Helyes’ statement that, “I took 
off six inches in a month with 
this belt,” is the bunk. He has 
always been emaciated; for 
more than 10 years he was an 
inspector of oil lines for a 
prominent car maker, crawling 
through an average of 10 miles 
of oil pipes per day, starting at 
the breather, diving through to 
the bottom of the sump, pass- 
ing through the oil pump, on 
through the lines and finally 
coming out as a thin mist at 
the rear main bearing and drip- 
ping on to the sidewalk. No 
stout person could do that. 
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7 Speed Wagon 


Prices Lowered 


Reo Cuts Seven Models From 
$40 to $260; ‘Increases 
Values 


LANSING, MICH., Feb. 27—Sensa- 
tional price reductions on seven of its 
Speed Wagon models have just been 
announced by the Reo Motor Car Co. 
The price cuts range from $40.00 to 
$260.00, and according to Reo officials, 
are accompanied by greatly increased 
values, included among which are dual 
wheelbasees, four-wheel hydraulic 
brakes as standard equipment on all 
models, body interchangeability, and 
new equipment. 

Reo also announces the addition of 
four new Speed Wagon models, a ton- 
ner with 138-inch wheelbase, a Stand- 
ard Speed Wagon with 148-inch wheel- 
base, a Master Speed Wagon with 164- 
inch wheelbase and a heavy duty dump 
chassis with 130-inch wheelbase. 

With. the addition of these four new 
Speed Wagon models, the Reo Motor 
Car Co. now has 13 Speed Wagon 
chasses ranging in wheelbase from 115 
inches to 175 inches, in capacity from 
%-ton to 3-ton, and in price from 
$895.00 to $2,150.00. This unusually 
wide range of commercial vehicles is 
further amplified by an average of two 
bodies per model. 

The complete new line of Speed 
Wagons, with new prices, as announced 
by the company, is as follows: 


Model Capacity WwW. B. Chassis 
BA Junior % Ton 115” $ 895 
DA Tonner 1 Ton 123” 995 
DC Tonner 1 Ton 138” 1,075 


FA Standard 1% Ton 133” 1,245 
FE Standard 1% Ton 148” 1,345 
FF General 


Utility 1% Ton 1438” 1,345 
FB Light Bus 12 Pass. 143” 1,405 
FC Master 2 Ton 148” 1,545 
FD Master 2 Ton 164” 1,645 


GA Hvy. Duty 3 Ton 159” 1,985 
GD Hvy. Duty 


Dump 2 Cu.Yd. 130” 1,935 
GC Commerc’l 3 Ton 175” 2,090 
GB Bus 21 Pass. 175” 2,150 





Buftalo Ford Plant to 


Resume Operation Soon 
BUFFALO, Feb. 27 — Production 
activities, at a standstill for several 
months, will be in full swing again in 
the Buffalo plant of the Ford Motor 
Co. within the next few weeks. 





Cress Goes to Japan 
NEW YORK, Feb. 29—C. F. Cress 
sails from San Francisco March 2 on 
the S. S. President Cleveland for Osaka, 
Japan. Mr. Cress will be sales repre- 
sentative in Manchuria and Northern 
China for General Motors Export Co. 
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Exports Gain 101 
Per Cent in Jan. 


Studebaker - Erskine Overseas | . 
Orders Are Record By Lewis C. Dibble 
Breaking 





FOHN EARL of Fuller & Sons Manufacturing Co., Kalamazoo, tells us his 
company has made a sweet addition to its engineering staff. The newcomer 
SOUTH BEND, IND., Feb. 25—An- is none other than Henry W. Sweet, for 18 years with Brown-Lipe-Chapin, who 


other all-time sales record for Stude-_ resigned recently as chief engineer of that company. 
baker and Erskine motor cars has been 


shattered, according to an announce- 
ment of the Studebaker Corporation of 
America. Reports of export markets 
show that during January factory ship- 
ments of Studebaker and Erskine cars 
to distributors and dealers overseas ex- 


* * * * 


ED JORDAN is in a happy frame of mind these days. He tells us 
that shipments this month will be double the normal February. And 
what is more he sees excellent business for the first six months and 
predicts that manufacturers with fair prices and merchandise that meets 
the modern demand for appearance, performance and comfort will make 


; ; money. 
ceeded every previous January in a wt 2 
tudebaker history, and were 101 per . — : , 
— pment men anuary, 1927 ' NE of the chaps in the automotive industry who has a really pressing busi- 
humeemend of wend all an “— _ ness is E. R. Nichols, who recently joined the Peter Smith Heater & 


follows close on the statement recently Manufacturing Co., of Detroit. Mr. Nichols will specialize in developing the 
made by A. R Erskine president of company’s pressed steel stamping business. 
. RK. , 


the corporation, that retail deliveries * * * 

of Studebaker and Erskine cars by AN you imagine a Scotchman making out his income tax return? Well, 
dealers in the United States set a new we saw one the other day, and the wily Scot was none other than Bob 
high record for January, 1928, and MacFee, secretary of the National Standard Parts Association. 


were 58 per cent greater than January, 
aed : 

wl othe anne HAT’S NEW?2” we asked of A. Brown Batterson, commander-in-chief of 

cident Game ania including oom Buick advertising, the other day. A broad smile wreathed A.B.’s face and 

President Eight and the sesame one.» he replied with a great deal of pride “A son, and you can bet your sweet life 

pais ¢ er we have named him A. Brown Batterson, Jr.” Both mother and son, he says 
ition of the Erskine Six, is all the ,.. doing nicely ’ YS; 

more remarkable since it was estab- , 


* * * * 


° P : * * * x | 

ak a anes te all PROUD chap these days is Paul Hoffman. It’s all because Stude- 

clea.” otaten Mix. Weeldue. baker registered a gain of 58 per cent in domestic sales and 101 per- 
iin cena alleen memati tiie aitiliaaians cent in overseas sales compared with the corresponding month last year. 

and abroad come after a year of stead- =! 6 

ily growing popularity of Studebaker ATEST weather forecasts are to the effect that the seasonal March winds 

and Erskine automobiles, during which - are blowing new sales records in the general direction of the automotive 

time Studebaker cars demonstrated industry. 

their sound design and stamina in a = = 68 

series of spectacular performance tests ILL TRACY addressed a meeting of some account out in Pontiac the 

which won for this car all the highest other day. It was a meeting of the Oakland-Pontiac dealer account- 

endurance and speed records for fully ants who hied themselves from hither and yon for annual instructions. 

equipped stock cars, regardless of * * * &* 


power or price. NLARENCE TRIPHAGEN took occasion to make quite a cutting remark 


the other day. It had to do with the price reductions on the Reo Speed 





Wagon line. 
acuum Proposes to Pay oe * 
100 Per Cent Stock Div. USY days are these for Joe Little, service manager of Chevrolet. The way 
NEW YORK, Feb. 27—Vacuum Oil Joe runs the 24 Chevrolet service schools around the country leads one 
Co. has mailed to stockholders a pro- +0 believe that in his younger days Joe might have been a ringmaster in a 
posal of the directors to pay a 100 per CIPCUS. 
cent stock dividend. A vote on this -. = es 
proposition will be held at the annual ODGE BROTHERS have found a new use for a Chamber of Commerce 
meeting of the stockholders March 1. secretary. They are going to put him in charge of used car sales. The 


victim is none other than Bill Hufstader who has been called in from the St. 

Louis branch to head the used car department. Bill, incidentally, got his Cham- 

Eldridge Advanced by Mason _ ber of Commerce experience out in Flint. J. W. Hutchins, whom he succeeds, 
DALLAS, TEX., Feb. 26—Ray W. has well earned the promotion to director of district supervision. 





Eldridge, formerly in charge of the Ma- oo) Ss 
son Tire and Rubber Co. branches at OHN NICHOL who has just been named vice-president in charge of all opera- 
San Antonio, has been made Texas man- tions for the Divco-Detroit Corp., was telling us that he is devising a new 


ager for the company. He will also sales and service policy. Inasmuch as John intends to replace a majority of 
have charge of the branch factory in the milk wagon horses we wonder if he will devise an Appleby or Windsor Plan 
Oklahoma City. to help solve the used horse problem. 
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New Speed Mark 
Made on Dunlops 


Both Campbell and Segrave 
Used Them in Lowering 
World’s Record 


BUFFALO, Feb. 24—The new 
world’s speed record for automobiles, 
established by Capt. Malcolm Camp- 
bell, at Daytona Beach, Fla., when he 
drove his 900 hp. Bluebird car over 
the hard sand at an average speed of 
nearly 207 miles an hour, is of especial 
interest to America, according to E. B. 
Germain, president of the Dunlop Tire 
& Rubber Co. on River road. 

“Capt. Campbell’s car, as well as the 
car of Major H. O. D. Segrave, who 
established the previous world’s record 
of 103.8 miles an hour at the same 
beach last February, was equipped 
throughout with Dunlop tires,” said 
Mr. Germain. 

“In a telegram which I received from 
Capt. Campbell immediately after the 
race, he said that his maximum speed 
reached 216 miles per hour and that all 
four tires eame through without a 
scratch and with almost no sign of the 
gruelling punishment they received. 

“Persons without technical knowledge 
of tires hardly can have full apprecia- 
tion of what such a statement means. 
Racing authorities, including Capt. 
Campbell himself, have maintained for 
several years that almost the only 
limits to automobile speeds is_ the 
ability of the tires to stand up under 
the strain. 

“At a speed of more than 200 miles 
per hour, the centrifugal force on each 
wheel of the car is so terrific that a 
loosened tire tread would be thrown 
straight through the air for at least a 
quarter of a mile. What would happen 
to the driver if a tire blew is a matter 
of serious conjecture. 

“The tires used by Capt. Campbell 
and Major Segrave had to be made 
with threads thin enough and strongly 
enough molded into the base to with- 
stand this centrifugal force. At the 
same time they had to have the tre- 
mendous tensile strength necessary to 
withstand the impact of the wheel 31 
times each second. That is how fast 
the wheels turn at a 200-mile-an-hour 
speed such as Campbell made.” 








Kistner Leaves Diamond 

PHILADELPHIA, Feb. 22—H. H. 
Kistner has resigned as vice-president 
and production manager of the War- 
wood Tool Co., now known as the 
Diamond Piston Ring Co. of Baltimore, 


Motor Age 





“The Falls of Bridal Veil” 


A SCENIC reproduction of Bridal Veil falls, in the Yosemite Valley, is the 
latest of a series of pictorial backgrounds to attract favorable comment from 
visitors to the showroom of the Richards-Oakland Co., General Motors building, 


distributor of Oakland and Pontiac. 


The waterfall is kept in constant play by 


an electric pump concealed underneath, and is flooded continuously by colored 


spot lights. 


Pontiac, the famous Indian chieftain, after whom the Pontiac car 


was named, is a commanding figure in the scene 





Md. He has disposed of his en- 
tire interest to his former associate, 
W. F. Peterson, president, and is tak- 
ing over the management of Wardo 
Products manufactured by Demco, Inc., 
Baltimore, Md., which has just brought 
out an electric air pump and paint 
spray equipment, and a drill press vise, 
as the beginning of a full line of shop 
equipment to be marketed under the 
Mardo trademark. 





Sidney Black at Buffalo. 


Talks to Chandler Men 
BUFFALO, Feb. 24—Sidney Black 
of Cleveland, vice-president and general 
manager of the Chandler Automobile 
Co., recently addressed a meeting of 
40 Chandler dealers of Buffalo, western 
New York and: northern Pennsylvania, 
following a™tuncheon at the Lafayette 
hotel. 

The meeting was under the direction 
of Mileage Motor Sales Corp., 1237 
Main Street, Buffalo, Chandler dis- 
tributor for the territory. Details for 
it were arranged by Donald F. Mc- 
Nerney, vice-president and general man- 
ager of that company. 

Mr. Black told the dealers the outlook 
for the current year from the Chand- 
ler company’s viewpoint is most en- 
couraging. 


2000-Car Garage May 


be Built in Baltimore 
BALTIMORE, MD., Feb. 24—A pub- 


lic garage for 2000 cars may be built 


in Baltimore. The first steps to carry 
out the project have been taken and 
an ordinance has been introduced in 
the city council to grant a permit for 
the work of converting Preston Gar- 
dens to provide for the garage. The 
gardens slope from St. Paul Street to 
St. Paul Place. 

George A. Mahone, president of the 
Royal Finance and Credit Company of 
Maryland, is heading the move. 





Lane Heads Nutmeggers 

HARTFORD, .CONN., Feb. 26—Car! 
R. Lane, wholesale manager of the A. 
C. Hine Co., state distributor of Oak- 
land and Pontiac, was elected president 
of the Connecticut Nutmeggers at the 
annual meeting held this week. Dayton 
A. Baldwin, Middletown dealer in Oak- 
land and Pontiac, was elected first 
vice-president; B. A. Richards, Win- 
sted dealer, second vice-president, and 
Charles Cheeney of Meriden, third 
vice-president. Harry C. Hine, Jr. 
assistant treasurer of the A. C. Hine 
Co., was elected secretary, and Henry 
Frink was made treasurer. 
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Earnings of GMC 
Parallel Business 


Analysis of Report for 1927 
Reveals Interesting 
Figures 


PHILADELPHIA, Feb. 27—QAl- 
though the profit record of $235,104,826 
established by General Motors Corp. 
in 1927 is sufficiently striking, study of 
the preliminary report just issued re- 
veals some figures that are hardly less 
significant. 

Earnings on a directly comparable 
basis, for instance, advanced in almost 
exact correspondence with the gain in 
sales. Last year’s sales of $1,269,519,- 
673 were 20 per cent over the 1926 
figures of $1,058,153,338; while earn- 
ings were 20.8 per cent better than the 
previous year’s total of $194,645,462, 
the latter figures including the minor- 
ity interest in Fisher Body Corp. 

The gain in production was greater 
than the gain in dollar sales volume or 
net earnings, due no doubt to the fact 
that the production gain was largely 
in the lower-priced cars. The produc- 
tion gain was 27.9 per cent, and the 
indicated profit per unit of production 
was $150 in 1927 against $160 in 1926. 
Of course many items enter into profits 
besides car and truck sales. 

Net profits on sales in 1927 were 18.5 
per cent in 1927 against 18.4 per cent 
in 1926. 

Cash in banks, United States Govern- 
ment securities and marketable securi- 
ties at the close of the year amounted 
to $208,176,198. This compares with 
$135,398,386 at the close of the pre- 
vious year. Sight drafts were $14,- 
649,097; inventories $172,647,716; total 

(Turn to page 17, please) 





Community Dealers Try 


Joint Advertising Plan 
CHICAGO, Feb. 29—Community au- 
tomobile dealers in the Berwyn and 
Lawndale sections of Chicago have em- 
barked upon a program of joint adver- 
tising in their local newspapers, accord- 
ing to reports of their officials to the 
Chicago Automobile Trade Association. 
Another committee of the group is now 
making an exhaustive study of various 
phases of the used car problem. 


Dallas Ford Plant Starts 

DALLAS, TEX., Feb. 26—Assem- 
bling of the new Ford cars has started 
at the local factory branch, according 
to a statement by A. J. Langford, man- 
ager of the branch. One hundred and 


fifty additional men have been em- 
ployed. 





The Dallas plant has a ca- ment. 





By SAM U. L. SPARKS 


O doubt some of my dear readers has been wondering how come 
I don’t write a piece for the paper every week. 


The answer is, I been too busy selling cars. 


Maybe you remember when John Cleary wrote that serious of articles about 
how nobody didn’t ast him to buy a bus. Well, thinks I, if John had of lived at 
Sparks Corners or thereabouts he wouldn’t of had to complain about not being 
ast, but the more I read about it, how this man and that, from this place and 
that, had bought automobiles but hadn’t never been sold one, the more uneasy 
I got. 

Suppose, thinks I, some guy should write to John from Sparks Corners and 
tell him he wasn’t never approached by a automobile salesman, then where 
would my reputation be? 

Who knows—maybe they’s some people in my territory which has been buy- 
ing higher priced cars than the Halfpast Six, and some which has been buying 
lower priced cars which would maybe have bought one of mine if I had of 
invited them? 

So I got busy, and I been busy ever since. And what’s furthermore, I have 
finely learned Harold a thing or two about the business, and between the two 
of us, all I gotta say is, business is good. 


* * * * 


AM one which believes the automobile industry is as good a barometer of 

business now-days as the steel business was a few years ago. It ain’t a case 
of the automobile business being good if general business is good, but general 
business is good if the automobile business is good. 


* * * * 


Maybe you noticed the minute Mr. Ford quit singing, “Among My Souvenirs” 
and brought out a new car, sales of all makes started picking up and right 
away they was more optimism in all lines of business. 

Even in the rubber business. This A. M. I seen in the paper that 
“Rubber Heads Are Optimistic.” And that means if you are a pessimist, 
you are a bone-head. 

Well, as I was saying, I am so busy looking after my main line that I ain’t 
got time to look after my side line, so I have got to ask you, dear readers, to 
worry along without no more of my bright sayings. 

Some day, maybe, when our present-day flappers ain’t got so much “it,” 
or when they quit showing it, Mrs. Sparks wi:l maybe trust me to hire a sten- 
ographer, but until then I will be too busy writing orders to do any other writ- 
ing, so I have got to say Au resevoir. 


*k * *K k 


NSIDE stuff for Mr. H. B. Moore, of Toronto.—John Cleary has showed me 
IT the correspondence. You was right. John was right, too. But I was wrong, 
because I am going up to Canada next summer on my vacation. I am expecting 
to sample your well-known brands of Canadian hospitality.. Wasn’t I a da—mn 


fool to invite hostility, in the stead? As the Sparks Corner telephone girl says— 
“myerrorexcuseit please.” 





pacity of 400 cars daily, but at present Motive Parts Co. Enters 
will not assemble more than 150 per 


day. Shop Equipment Field 

DETROIT, Feb. 25—According to 
. ; R. A. Kiken, vice-president of Motive 

Builds Railway for Buses Parts Co. of America, Inc., Chicago, 

NEW YORK, Feb. 29—A Swedish the organization is entering the shop 
railroad company in Norra Bohuslaen equipment field. Complete stocks of 
is building a private highway on which shop equipment, tools and supplies of 
it plans to operate its privately owned standard brands will be offered. The 
motor buses. It believes that for short department will be in charge of M. F. 
hauls and light traffic private buses are Shryer, formerly vice-president and 
more economical than locomotive equip- sales manager of the Automotive 


Specialty Co., Chicago. 
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Same Sales Force 


Starts Fifth Year 


Sam Kohn, Distributor, is Not 
Bothered by Salesman 
“Turnover” 


DETROIT, Feb. 29—The problem of 
labor turnover is not one that bothers 
Sam Kohn, the Studebaker-Erskine dis- 
tributor at Fordham, N. Y., for, 
with the exception of one man recently 
added to his sales force, Mr. Kohn is 
starting his fifth year with his original 
sales force, a situation that probably 
does not exist in any other automobile 
organization in New York City. 

In 1924 Kohn developed a_ sales 
force composed of William O’Brien, 
John Hand, Irving Kranz, Jack Gordon 
and Frank Favino. These men have 
been trained to a high degree of effi- 
ciency, it being Kohn’s policy to operate 
with a small crew of men who know 
how to sell cars. Last year Judd Fox, 
who had been selling Studebakers for 
several years, was added. 

Every member of this sales force has 
been a consistent prize winner in sales 
and delivery contests. During the past 
four years each has sold at least 300 
new Studebaker cars. 

Joe Herman, who won first prize in 
1925, and was awarded $1,000, was the 
leading salesman in Greater New York. 
He was appointed manager of the 
Ridgewood branch, but returned to the 
Bronx showroom last year. 

In view of “rapid turnover” of sales- 
men so commonly referred to in the 
retail automobile business, the record 
of Kohn in keeping his sales force in- 
tact for four years is really unique. 





Eaton Axle & Spring Co. 


Buys Perfection Heater 
CLEVELAND, Feb. 29—Eaton Axle 
& Spring Co. has purchased the heater 
business of the Perfection Heater & 
Mfg. Co. This does not include the 
Swan carburetor business. Adminis- 
trative offices and the manufacturing 
unit are being transferred to the Eaton 
plant where modern equipment is being 
installed. Several members of the Per- 
fection personnel are joining the Eaton 
organization. The trade name Perfec- 
tion will be continued. 





Harry S. Quine 
AKRON, Feb. 27—Harry S. Quine, 
51, General Tire & Rubber Co., pub- 
licity head, died Friday after an ill- 
ness of three months. Mr. Quine had 
been with General seven years and was 
widely known in the rubber industry. 








| Ray! Ray! Ray! | 
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C. Raymond Cunliffe 


AN OLD and honorable as- 
sociation will be resumed— 
after a lapse of more than six 
years—when the Cunliffe Cadil- 
lac Company opens its doors 
this morning—March 1—as 
Cadillac-La Salle distributor in 
the Baltimore territory, with 
C. Raymond Cunliffe as presi- 
dent and general manager. 

Ray Cunliffe was identified 
with Cadillac successes for 
eleven years—as salesman and 
sales manager for the Phila- 
delphia distributor, and as 
general manager of the Cadil- 
lac Motor Car Company’s Chi- 
cago branch, which he opened 
and managed during its first 
several years. 

He resigned from the Cadil- 
lac organization to become, 
successively, general sales man- 
ager of the Peerless Motor Car 
Corporation, in Cleveland, and 
general manager of its Phila- 
delphia branch. 

He has an enviable repu- 
tation as an outstanding sales 
analyst, a merchandiser with 
original ideas and a builder of 
organization morale. 











Black & Decker Adds Three 

TOWSON, MD., Feb. 27—R. C. Bas- 
tress, formerly with the Fort Wayne 
Iron Store Co., has joined the Black & 
Decker organization to handle Indiana 
and part of Michigan territories. 

L. W. Beuhausen, formerly with Slo- 
cum & Kilburn, has been employed 
to handle Black & Decker products 
through western Massachusetts. 

G. N. McCarthy will represent Black 
& Decker in Buffalo territory, taking 
the place of H. B. Austin, who has been 
transferred to the Chicago district. 
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One Spark Plug 
Per Inhabitant 


Replacement Market for Cars 
Takes 90 Million; Many 
Other Uses 


NEWARK, N. J., Feb. 29—“There’s 
a spark plug sold for nearly every in- 
habitant of the continental United 
States,” says Splitdorf Electrical Co. 
in a bulletin just issued. 

“The replacement market for spark 
plugs will exceed ninety million a year 
based on an average of four replace- 
ment spark plugs a year, according 
to the latest registration figures of 
twenty-three million vehicles. 

“These figures do not include station- 
ary engines, gas engines, airplanes and 
other combustion engines using spark 
plugs. Spark plugs are considered one 
of the three major items in the auto- 
motive replacement parts industry. Re- 
cent figures published by the A.E.A. 
‘Greater Market Development’ place 
spark plugs first in gross volume with 
130 jobbers.” 


Automobile a Barometer 
of Business Conditions 

NEW YORK, Feb. 25—Because of 
its economic importance as the nation’s 
largest industry, the automobile busi- 
ness has become a barometer of indus- 
try in general, in the opinion of O. P. 
Pearson, statistician of the National 
Automobile Chamber of Commerce, 
speaking before the Salesmen’s Asso- 
ciation of the Paper Industry at its an- 
nual meeting recently held in _ the 
Waldorf-Astoria Hotel. 

One finds a close relationship be- 
tween the curves of the automobile in- 
dustry and general business over a 
period of several years because of the 
fact, the speaker held, that the motor 
industry buys 14 per cent of the finished 
rolled steel and iron, 90 per cent of the 
domestic consumption of gasoline and 
is a major purchaser for many other 
raw and semi-finished line of merchan- 
dise. 

The automobile industry is one of the 
largest purchasers of rail transporta- 
tion. 





Bly Goes With Goodrich 

AKRON, Feb. 26—Carl Bly, sales 
manager of Mason Tire and Rubber 
Co., has resigned his position to accept 
a position as truck tires sales analyst 
with B. F. Goodrich Co. Previous t0 
joining the Mason forces, he was with 
Goodyear. He was also advertising 
manager of Republic Rubber Co. 
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All Car Schedules 
Gain Materially 


Retail Buying of New and 
Used Automobiles Also 
Shows Increase 





NEW YORK, Feb. 24—Increasing © 


schedules in practically every plant in 
the industry will bring a gain in Feb- 
ruary automobile production which will 
compare favorably with any previous 
increase. While the gain will be most 
marked among those factories repre- 
sented in the National Automobile 
Chamber of Commerce, the Ford com- 
pany will show a fair increase over 
January and will increase the number 
of its assembly plants in operation. 

Retail buying is showing continuous 
improvement with the approach of 
spring, this improvement being noted 
in used cars as well as new; the im- 
provement in used car buying having 
important bearing in boosting new car 
sales. The Middle Western industrial 
district has developed large purchas- 
ing volume within recent weeks though 
improvement is evident in practically 
all territories under the influences of 
the early year shows. 

Though the largest part of the in- 
creased production is in the small car 
field, important gains in production are 
being registered by many companies 
building cars in the medium and high 
priced lines. Several companies which 
introduced cars in the medium priced 
field for the first time this year report 
output sold several months in advance, 
while practically every medium priced 
car plant is showing definite gains over 
its 1927 marks. 





Kilbourn, Willys Executive, 


Joins Thompson Agency 
TOLEDO, OHIO, Feb. 29—Orrin P. 
Kilbourn, assistant general sales man- 
ager for Willys-Overland, Inc., for the 
past five years, has resigned to become 
associated with the automotive unit of 
the J. Walter Thompson advertising 
agency at the company’s headquarters 
in New York City. 

Previous to becoming a general sales 
executive with the Willys-Overland 
domestic organization, Mr. Kilbourn 
was connected with the export division 
and has contacted nearly every country 
in the world where motor cars are used. 


Celebrates Silver Birthday 

CHICAGO, Feb. 29—The Bird-Sykes 
Co., since 1914 distributor of Paige, now 
Graham-Paige, this year is celebrating 
the Silver anniversary of its founda- 
tion as an automobile dealer. 
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By Sherman Swift 


ERE’S an idea, one of the kind that makes one say to himself, “Gee, why 

didn’t J think of that?” It was passed on to me and [I in turn am passing 
it on to you. It concerns something in which every reader is interested—the 
making of much money. The best part of it is that this idea was thought out 
by a man with no business experience, just an ordinary sort of chap, who has 
had five jobs in a year. He is at the present time working as an insurance 
solicitor, until something better turns up. In this case, I violate no secret by 
telling you that the “something better” is the toes of his aunt who has been 
ailing for a year, but still miraculously hangs on to life, making it necessary 
for my acquaintance to support himself by such odd jobs as he can obtain. As 
soon as he gets the money from her estate—which won’t be long because she is 
already floccilating, or to put it into plain English, plucking at the counterpane— 
he is going to start a sales and service station. And that is where the idea 
comes in. Instead of running the place in the conventional manner and never 
making more than a good living, he is going to let his service station take care 
of every cent of overhead. The profit from selling the cars will all be net. I 
may not have this exactly right, but that is about the way he outlined it to me. 
Good scheme, what? And one that looks like the answer to a perplexing prob- 


lem. Readers of Motor AGE, of course, are graciously permitted to make use of 
this clever idea. 


HAT’S the down payment?” “Anything you can afford.” “How 

long to pay the balance?” “Oh, eighteen months or a couple of 
years.” “How much for my old car?” “Well, of course I haven’t seen it 
but suppose we say $300 and call it a first payment?” “Fine. It’s a 
sale. By the way, what make am I buying?” 


I didn’t make that up; I heard it at the New York show. I mean it 
didn’t happen. But is it so funny? I know dozens of sales made by a cer- 
tain New England distributor in just that way. His customers have so 
much faith in him that they buy any car that he is handling, frequently 
without a demonstration. And they never lie to him about the condition 


of their cars, so he never has to look at them. Or perhaps it isn’t New 
England. It must be Heaven. 


LANCY’S Place speaking. Mr. Byjones has been overtaken.” And imme- 

diately the Froth Blowers’ Club dispatches a four-door sedan to Clancy’s 
and Mr. Byjones is taken to the club’s Turkish bath to sleep off the effects 
of that which, under the present king, passes for liquor. Because I am cheerily 
willing, even anxious, to pass on to you folks any information relative to new 
markets, I hasten to tell you about this recently formed New York “club”— it is 
really a business—that makes a specialty of taking care of those who have 
imbibed too freely. This firm has bought so many closed cars, in the short 
period of its existence that the New York salesrooms are said to be nearly barren 
of sedans. Certainly here’s a real chance. Thousands of these companies will 
spring up in every city, just as soon as the news gets about, and there won’t 
be enough sedans to go ’round. If, in addition to supplying the cars, you can 
also rig up a Turkish bath attachment in conjunction with your car washing 
system, you ought to do well in this broad—not in the mental sense—land. Let 
me know how you come out. I’m always interested. 


HE most successful apartment house that I know anything about is named 

the Shapely Arms. The Alms House is a hotel with a long waiting list. 
A wealthy and most trustworthy distributor of cars is named Crook. Through 
strictly honest measures, I. B. Fraud has attained an adequate supply of the 
world’s goods. And the man from whom I purchase my pencils, never kicks, 
though legless. Oftener and oftener, as I approach the age where, for a few 
minutes in the morning at least, I wish that it were fashionable to wear a beard, 
I have it brought home to me by such irrefutable evidence as the foregoing, that 


a handicap—depending somewhat of course on the person handicapped—may be 
turned into an asset. 
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Willys Offers a New One 


ONE of the most popular of the 1928 Willys-Knight models is the. Willys- 
Knight Standard Six 5-passenger coach, a newcomer in the motor car world 


and priced to compete in the $1,100 range. 


This is the lowest-priced Knight- 


engined car ever offered by Willys-Overland and retains many of the features 
of the more expensive models 





He’ll Be Ready 
Ahead of Time 


SPOKANE, WASH., Feb. 29—Be- 
cause a highway is to be built into 
Avery, Idaho, this spring, E. H. Heath, 
merchant of that city, decided tu go 
into the automobile business. Which 
doesn’t sound so unusual until one con- 
siders that the town is perched in the 
mountains of Idaho, has only one short 
street and has never known automobile 
traffic. It is the western terminus of 
the electrified division of the Chicago, 
Milwaukee & St. Paul Railway, and 
when Mr. Heath took on the agency 
for the Willys-Knight-Whippet line he 
immediately ordered a carlot. The car 
of automobiles is on the way now and 
will arrive a month to three months 
before the road into Avery is completed. 

“The automobiles will be waiting 
when the highway arrives,’ Mr. Heath 
told A. E. Miller, wholesale manager of 
the Transport Motor Co., when he gave 
his ecarlot order. “It will be late in 
spring probably before the new high- 
way is opened for automobile traffic, 
but the cars will be there early in 
March.” 





White Co. Opens Another 
Chicago Factory Branch 
CHICAGO, Feb. 25—White Co. an- 
nounces the opening of a second factory 
branch for sales and service of White 
trucks, at 2848 Irving Park Blvd. 





White Totals Slightly Off 

DETROIT, Feb. 27—According to 
advance figures for the year ended Dec. 
31, 1927, the White Motor Co. of Cleve- 


land, registered a net loss of $893,000 
after taxes and charges against net 
income of $2,566,291 after charges and 
Federal taxes in 1927. 

After dividends of $2,800,000, profit 
and loss surplus amounts to about $5,- 
783,000 against $9,476,693 on Dec. 31, 
1926. Current assets December 31 last, 
were $30,325,000 and current liabilities 
$3,713,000 against $35,487,302 and $4,- 
023,646 at the end of 1926. 





Goodyear Net Profits 
Ahead of Previous Year 
NEW YORK, Feb. 28—Goodyear Tire 
& Rubber Co. reports net profit for 
1927 of $13,135,666 after depreciation, 
contingencies, taxes and other charges. 
This compares with $8,799,938 in 1926. 
Net sales of all products were 3% per 
cent less than in 1926 but unit sales of 
tires increased 15 per cent. 





Kent-Moore Expands Field 


DETROIT, Feb. 24— Kent-Moore, 
which in the past has specialized on 
small fiat rate tools and shop equip- 
ment for the dealer organizations of 
certain car and truck manufacturers, 
announces that its products will be 
available for every make of passenger 
car and commercial vehicle. 

In addition to the original line which 
has been extensively adopted by dealers 
for certain makes of vehicles, the firm 
is introducing a new line which makes 
the devices adaptable to all makes of 
motor vehicles. 

The partnership, which was organized 
seven years ago, makes an extensive 
line of hand tools, bench equipment, 
general equipment and floor and heavy 
equipment. 


Motor Age 


St. Louis Salvage 
Plan Takes Form 


Dealer Concern, Capitalized 
at $50,000, Soon to be in 
Operation 
ST. LOUIS, MO., Feb. 19—Plans for 
the incorporation and operation of the 
St. Louis Auto Salvage Co. are nearing 
completion and, with the selection of a 
site for the future salvage pile nar- 
rowed down to three prospective loca- 
tions, it is expected that the project 
will take its place in the local automo- 

bile industry before summer. 

The three sites, all conveniently lo- 
cated to switching facilities, are being 
investigated by a committee composed 
of George Weber, Philip Brockman and 
Frank R. Tate and their decision on a 
location is expected shortly. They are 
seeking to locate the salvage pile with- 
in convenient distance of “Auto Row.” 

In other cities where salvage piles 
have been established for the purpose 
of removing old wrecks from the used 
car market it has been found that the 
projects can be operated profitably both 
through the sale of used parts and 
junk. The location committee is also 
seeking the services of an experienced 
parts man to handle that end of the 
business. That the salvage pile will 
receive plenty of “skeletons” was in- 
dicated by answers to a recent inquiry 
sent to 80 of the 220 legitimate auto- 
mobile dealers in the city. The re- 
sponses showed that the 80 dealers had 
junked 1450 cars in an eight-month 
period and probably would have junked 
more had the salvage dump been es- 
tablished. 

The salvage concern is to be a closed 
corporation, members of the dealers’ 
association absorbing the $50,000 in 
preferred stock and a similar sum in 
common stock. The association will 
hold the controlling interest and any 
stockholder wishing to dispose of his 
stock must offer it to the controlling 
body. 





Williams Leaves Autocar 

CHICAGO, Feb. 24—S. M. Williams, 
vice-president and branch manager for 
the Autocar company in Chicago, has 
resigned and is retiring from the truck 
field to take charge of the National 
Association of General Contractors at 
Washington, D. C., as general manager. 
Mr. Williams was instrumental in 0r- 
ganizing the Motor Truck Association 
of Illinois and was its first president. 
O. E. McCarthy, general manager of 
the Pierce-Arrow factory branch, has 
been named to succeed Mr. Williams. 
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What’s Coming in Motordom 








SHOWS 

Automotive Equipment Ass'n, Coli- 

Oe, GD = ecccecccoceces Oct. 22-27 
Bay Cole, Bem cccccccccccceces March 8-12 
*Boston, Mechanics Bldg. ...... March 10-17 
Casper, aan Arkeon Dancing 

TTT Tt March 5-8 
Corpus Christi ne seubanennans April 4-7 
Fort Worth, Texas ........... March 10-17 


Hackensack, N. = Arcola Leg 


b. 27-March 4 


SMebieee. BE ceccesneceocence March 21-24 
Hornell, AY ~~ Armory....March 6-10 
Kinston, N a s dath eked mined April 9-13 
Sie Bee x56060000eeneeetuus March 3-11 


wa oes Standard Parts Association, 
Cieveland Auditorium ..Oct. 29-Nov. 3 
nen Be Gs odd eeoesvccccn March 16-15 


Santa Barbara, Calif. .......... March 7-11 
Sioux Falls, S. Dak., Coliseum.March 28-31 
‘Springfield, Ill, State Arsenal..March 7-10 
*Tampa, Fla., ’ Davis Island Coliseum, 
March 29-April 5 


CONVENTIONS 


Automotive Equipment Association, 
Grand Hotel, Mackinac Island, 
June 10-16 
Automotive Equipment Ass’n, Coliseum, 
Chicago Oct. 22-27 
Automotive Service Association of New 
York, Annual Banquet, Hotel 
SE 060eebnunedeieeececenneues M 


arch 8 


*Will have special shop equipment exhibit. 


National Standard Parts Association, 
Hollenden Hotel, Cleveland, 
Oct. 29-Nov. 3 
New Jersey Automotive Trade Ass’n, 
EE. nnbseneseoenecceenaneoaes May 8 
Society of Automotive Engineers, 
Chateau Frontenac, Quebec.June 26-29 
Texas Automotive Dealers’ Association 


Gunter Hotel, San Antonio.. April "{6- 17 
RACES 

pO re May 5 

DE Senuenes coteaenceentaeenesess June 3 

Indianapolis ...... eaeenesoeenesonns May. 30 





<——— 





May. 3—Sales and Service Reference Number —Motor Age. 
June 23—Engineering Issue—A utomotive Industries. 








Butler Motors to Have 


Distributorship of Reo 
CHICAGO, Feb. 29—W. -E. Butler, 
actively identified with the automobile 
trade in Chicago for more than 20 
years, March 1 will take distribution 
of the Reo under the name of Butler 
Motors, Ine. Since last May, Mr. But- 
ler has held the Peerless distribution 
franchise. Peerless, after March 1, will 
be represented by a factory branch at 
2446 S. Michigan with R. B. Thornton 
as the manager. 

Mr. Butler’s retail sales and used car 
departments will be located on the row, 
while the general offices, wholesale de- 
partment and service station will be at 
Twenty-fifth St. and Indiana Ave. The 
commercial car division will occupy a 
separate building. 





Canton Show Attendance 
Not Up to Former Mark 
CANTON, OHIO, Feb. 27—With at- 
tendance well over 10,000 for the seven 
days, Canton concluded Sunday night 
one of the most successful automobile 
shows ever staged in this city. 
While attendance was not up to 
former years, absence of entertain- 
ment was given as the reason. 





Saw It and Rode in It 


ST. LOUIS, MO., Feb. 29—T. P. 
Wagner, who represents Motor AGE 
editorially in St Louis, tells the follow- 
ing story: 

Secretary “Bob” Lee of the St. Louis 
Automobile Dealers Association is 
neutral on the question of his personal 
car, He drives a “Ben Hur” that is 
in its tenth year. 

Following the disastrous tornado, 
Which struck St. Louis last September, 
Tee was entertaining Herbert Buck- 


man, secretary of the Automobile Man- 
ufacturers & Dealers Association of 
Cleveland. Wishing to show Buckman 
the sights, Lee drove through the devas- 
tated area, pointing out scenes of de- 
struction and recounting freaks played 
by the wind in its toying with houses, 
automobiles and other objects in its 
path. When the trip neared completion 
Lee said: “Well, Herbert, you can now 
tell your Cléveland friends that you 
saw the wreck.” 

To which Buckman responded: “Heck, 
I’m going to tell them I rode in it.” 





General Motors Earnings 
Parallel Trade Increase 
(Continued from page 13) 

current assets $432,280,123, and cur- 

rent liabilities $159,356,147. This 
leaves an excess of current assets over 
current liabilities of $272,923,976. The 
total of capital stock and surplus in- 
creased $123,477,765, of which $94,- 

373,598 is accounted for by earnings 

reinvested in the business, and the bal- 

ance of $29,104,167 by the sale of 
$25,000,000 par value General Motors 

Corp. 7 per cent preferred stock in 

February, 1927. 

Investment in real estate, plant and 
equipment at Dec. 31, 1927, was $480,- 
473,508 compared with $434,373,903 at 
Dec. 31, 1926, an increase during the 
year of $46,099,605, representing an 
expansion in the corporation’s facili- 
ties. Reserves for depreciation of real 
estate, plants and equipment show a 
net increase of $17,980,600. The net 
balance in real estate, plant and equip- 
ment accounts of $338,600,569, after 
depreciation, shows an increase of $28,- 
119,005 over the previous year. Invest- 
ments in affiliated and miscellaneous 
companies of $98,262,014 increased $18,- 
546,191 over the previous year. 


Chevrolet Calls in Service 
Managers for Instruction 

DETROIT, Feb. 27—The Chevrolet 
Motor Co. is calling the service man- 
agers of its dealers into the 45 zone 
headquarters during February and 
March to attend special courses in serv- 
ice which will be conducted by resident 
instructors in each of the zones. The 
courses will cover all phases of shop 
management. 

The principal subjects to be taken up 
are: shop arrangement; equipment and 
special tools; appearance and main- 
tenance; shop personnel; training of 
service personnel; operating costs, 
specializing the work of mechanics; 
compensation of mechanics and the 
keeping of detailed and exact shop 
records. 
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Star of Chicago Moves 
Into a Larger Building 


CHICAGO, Feb. 24—The Star Motor 
Car Co. of Chicago, distributor of the 
Star and Durant lines, formerly located 
at 339 East Garfield Blvd., is moving 
shortly into new headquarters at 6631 
South Western Ave. This location is 
a new building just being completed. 

The Chicago headquarters will con- 
trol retail activities in Chicago and 
Cook County through 73 dealers and it 
is understood this field will be extended 
to take in the territory within 50 miles 
of Chicago. Z. D. Dunlap is district 
manager. 





Nicol With Divco-Detroit 

CHICAGO, Feb. 25—John Nicol, 
recently general manager of the G.M.C. 
truck branch in Chicago, has been ap- 
pointed vice-president and general man- 
ager of the Divco-Detroit Cerp., manu- 
facturer of delivery cars. 
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Business Outlook Shows Improvement : 








Minneapolis 
HIS is a shopping season in the auto- 
mobile business in this district. In 
actual sales it is quiet. Prospects are 
hawking their used cars as a bait for new 
sales. However, the outlook for the spring 
break is good. 

Weather conditions are not favorable to 
new car sales, neither are the road condi- 
tions. Business is slowly improving gen- 
erally and the forecast is for an unusually 
good year. 


Detroit 

ETAIL automobile selling registered a 
marked improvement in Michigan in 
February compared with the two previous 
months. While final figures are not yet 
available indications are that car sales 
with the exception of Ford will be as good 
if not better than February of last year. 
The improved condition in Michigan is 
no doubt due to the increased employment 
in automobile and allied factories compared 
with the corresponding period of last year. 


Seattle 
LTHOUGH sales in January and Feb- 
ruary averaged 15 to 20 per cent less 
than a year ago, sales the next few months 
are expected to equal those of last year, 
due to larger interest, as a result of the 
coming out of the new models, including 
Ford and Chevrolet. 
Credit conditions average. Truck sales 
slightly off. Used car situation somewhat 
heavy. 


Cincinnati 
EBRUARY business has shown a de- 
cided pick-up both in the matter of 
new and used car sales. New car sales 
in January, as compared with the same 
month last year, have kept close to the 
1927 average. 
Practically all lines benefited by the in- 
creased business. 


Los Angeles 
EBRUARY sales about balance with 
those of February, last year, but they 
show the usual recession from the Jan- 
uary total. The market has not yet de- 
veloped the strength anticipated, but it 
is expected that the annual Los Angeles 
auto show will greatly stimulate business. 


St. Louis 


ALES of new cars in January were far 

from satisfactory. Business for Feb- 
ruary up to the time of writing showed a 
tremendous improvement over January, 
due principally to the interest created by 
the Auto Show, just closed. Used car 
sales also have been most _ satisfactory 
during the present month, the stock of 
used machines on the market being much 
lower than at this time last year. 


Kansas City 
EBRUARY sales in Kansas City are 
rounding out in good shape. Dealers 
with new models all are reporting increases 


over last year ranging from 20 to 182 per 


cent. 

The used car situation is unusually good. 
There has been a good demand most of the 
winter for closed used cars. 


Chicago. 

JEW and used car sales in the Chicago 
territory for February were not more 
than even with January and most dealers 
reported a slightly lesser volume. New car 
stocks, however, are not high and although 
used car stocks are high, they are not con- 
sidered abnormally so. Automobile estab- 
lishments have reported an employment 

gain of 2.6 per cent. 





New Orleans 
HE tardiness of delivery of Fords in 
this vicinity is giving a dragging effect 
to the automobile industry in general. 
Considerable complaint is manifested on 
all sides by prospective purchasers who 
have grown restless waiting for delivery 
of Fords on promises that should have 
been fulfilled 60 days ago. A sizeable per- 
centage of these purchasers have cancelled 
their orders and purchased other light cars, 
largely Chevrolets. 


Dallas 


HE automotive business in Texas and 

parts of adjoining states for February 
is characterized as ‘‘seasonable’’ by deal- 
ers and jobbers. Fact that few deliveries 
were made by Ford dealers augmented 
sales of other low-priced cars. The total 
number of new car sales was above that 
of same month a year ago. 





Used Cars Used in 
Highway Repairing 
ELIZABETH, N. J., Feb. 28 

—Automobiles with an original 

value of nearly a quarter of a 

million dollars will be tumbled 

into a yawning abyss in 

Thompsonville, Conn., during 

the next few days, in an at- 

tempt to fill a hole in the road- 

way which appeared when a 

stretch of macadam 100 ft. 

long and 50 ft. wide dropped 
through. 

“This is certainly a novel 
way of keeping automobiles in 
permanent road use,” says T. 
S. Johnston, assistant to W. C. 
Durant, “to say nothing of a 
possible used car market.” 

More than 250 cars have 
been purchased for this pur- 
pose so far, at prices ranging 
from $5.00 to $15.00. 











New oe 


AR sales for February have lacked some 

of the resiliency which dealers would 
like to see, but they have not been by any 
means depressed. Sales generally compare 
fairly favorable with February a year ago, 
but prospective customers continue a lit- 
tle slow in placing their orders. 

Dealers’ stocks of new cars are gradually 
accumulating but this accumulation is in- 
tentional, being a move in anticipation of 
more active selling in the next two months. 

The used car situation is not as acute 
as it was a few months ago, 

Speaking generally, low-priced cars have 
shown proportionally greater activity than 
those in the medium or high priced class. 





Denver 
N reviewing trade conditions in Den- 
ver and vicinity for February it ap- 
pears that the higher the class of car in 
question the better conditions have been. 
Low priced cars are still away off in 
sales, compared with February, 1927, and 
with the monthly average throughout 1927. 
Cars in the class of Dodge, Buick, etc., are 
somewhat ahead of 1927 average, and the 
highest grade cars are selling better than 
in 1927. 





San Francisco 
EW car sales in this territory failed to 
improve in February as compared with 
January, but were slightly better than in 
February, last year. Failure of Ford to 
start deliveries in February as promised 
by local dealers helped sales of Chevrolet 
and Star. Used cars are at a standstill. 





Boston 

OTOR car sales for February will 

show an upward curve compared to 
that same month a year ago, making the 
second month of increased sales for the 
comparative period. Dealers now are 
looking forward to the Boston show in two 
weeks to give March a start to carry the 
first quarter through to a substantial in- 
crease that should average about 50 per 
cent. 


Atlanta 

EBRUARY has witnessed a further im- 
petus in motor car sales in this dis- 
trict, the month appreciably larger than 
last year from a sales viewpoint for most 
dealers and distributors. Chevrolet and 
Ford sales have been especially large, 
branches of both companies having a large 
gain over the same period in 1927. Dodge, 
Buick, Studebaker, Overland, Pontiac, etc., 
also report good gains, while cars in the 
higher priced class are holding their own. 
The used car situation continues 2 seri- 
ous drawback, and dealers are still dispos- 
ing of surplus merchandise at exceptionally 

low prices. 





Milwaukee 


EW car sales for February wil! top 

last year’s figures. Low priced cars 
are selling well and the medium priced 
field is picking up. 
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Battery Makers 
Meet in Chicago 


Ambitious Plans for Future 
Outlined at Various 
Sessions 


CHICAGO, Feb. 27—Optimism was 
the keynote of the annual convention 
of the National Battery Manufac- 
turers’ Association which met in Chi- 
eago Feb. 23 and 24. More than 15,- 
000,000 batteries were sold in the year 
just ended and according to the report 
of Commissioner W. J. Parker, many 
members have reported improved con- 
ditions for the first six weeks of 1928. 
Some of these manufacturers show an 
increase of 100 per cent over the same 
period of 1927. 

Ambitious plans for future activities 
of the association were outlined at the 
various sessions of the convention. It 
was decided to send representatives to 
the aid of the Bureau of Standards in 
Washington, which is compiling stand- 
ard battery specifications. The associ- 
ation also decided to publish a data 
book as an association, rather than as 
individuals. 

Standardization of container sizes, 
number of plates and capacities was 
urged upon the association by several 
speakers. It was believed that publi- 
eation of the data book would aid 
greatly in starting this work, 


One of the most interesting of the 
papers presented during the convention 
was that on “Government Relations” by 
Alvin E. Dodd, manager of the domestic 
distribution department, United States 
Chamber of Commerce. Mr. Dodd 
opened with a survey of industrial con- 
ditions starting with the close of the 
war. Following the post war price drop 
Mr. Dodd said that stocks had accumu- 
lated with unexpected and enormous 
rapidity and the continuance of manu- 
facturing with the greatly increased 
facilities provided for war needs added 
to the piling up of merchandise. 


Export Opportunities Good 


C. M. Wynne, vice-president of Over- 
seas Industries, Inc., told the associ- 
ation that the opportunities for export 
business expansion never were better 
than at present. He warned them, 
however, that quality is the only basis 
upon which business can be built in 
foreign countries. | 


Commissioner Parker presented a 
lengthly report on a projected plan for 
Cooperative advertising among the 
members of the association. No definite 
action on the proposal was taken, how- 
‘ver, As a step in the program of 
meeting the “new competition” the 








Mr. Efficiency 








L. D. Sasscer 


LAWRENCE D. SASSCER, 
rated as one of the most 
efficient men in the industry, 
has been appointed assistant 
general sales manager of the 
Peerless Motor Car Corp. 

He went to Peerless in 1921 
as sales executive at the fac- 
tory and later served as 
branch manager at Kansas 
City and San Francisco, before 
returning to Cleveland as man- 
ager of distribution. He had. _ 
previously been identified with | 
Cadillac for many years as 
specifications manager for the 
Philadelphia distributor and 
the Chicago branch, and as as- 
sistant to the general manager 
of the Detroit branch. 

He has been in the automo- 
bile business all his working 
life, starting with Packard at 
a time when he had enough 
hair to sport a pompadour. 
Larry’s appointment as assist- 
ant to Chas. A. Tucker, gen- 
eral sales manager, adds 
strength to the new Calfee- 
German-Tucker-Trester regime 
at Peerless. 











commissioner declared that cooperative 
advertising is the best plan to pursue. 
A report of the progress made by 
various members in their fight for the 
refund of the automobile accessories 
tax was made by Kirk D. Holland, tax 
specialist, who represents a number of 
the members. Standardization in sales 
policies was urged by J. B. Perlman of 
the Hartford Battery Mfg. Co. and 
Ward S. Perry presented a detailed 
analysis of the battery business. 
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Stutz Continues 
Stock Victories 


Wins Three Races at Daytona, 
Including Mile at Rate 
of 106.52 m.p.h. 


DAYTONA BEACH, Feb. 27—Stutz 
Black Hawks, which were the unde- 
feated stock car champions of the coun- 
try in 1927, wound up a sensational 
week of racing in the Daytona Beach 
speed carnival by capturing the Amer- 
ican stock car record for one mile, when 
Gil Andersen piloted his Stutz Black 
Hawk over the measured mile at the 
rate of 106.52 m.p.h. Tom Rooney, 
Andersen’s mate in their racing 


days a decade ago, also bettered the 


previous American stock record for one 
mile and fell only slightly short of 
Andersen’s great mark when he covered 
the distance in his Black Hawk at the 
rate of 105.54 m.p.h. These tests were 
under the A.A.A. sanction given for 
the Daytona Beach speed carnival and 


_ the records are therefore official. © 


In a special mile speed test for a cup 
offered by the Daytona Beach Chamber 


. of Commerce, Stutz Black Hawks fin- 


ished first, second, third and fourth, 
the drivers in that order being Gil 
Andersen, Tom Rooney, George Spind- 
ler, Stutz distributor in Indianapolis, 
and Jack Rutherford, prominent New 
York sportsman. | 


A third event of the carnival in 
which Stutz scored a clean sweep was 
the gentlemen’s race, for non-profes- 
sional drivers, in which F. E. Speicher, 
of Alexandria, Va., finished first, and 
Jack Rutherford was second, both driv- 
ing stock Stutz Black Hawks. 


Last Open Competition Event 


Prior to the week of racing at Day- 
tona, F. E. Moskovics, president of the 
Stutz Motor Car Co., had announced 
that the races there would probably be 
the last events for open competition in 
which the Stutz company would par- 
ticipate until the contest board of the 
A.A.A. limits its accredited records to 
those made in competitive races, rather 
than permitting speed records to be 
made in closed contests, as may be done 
at present. 


This will not, however, affect the 
plans for the international stock car 
match race between a Stutz Black 
Hawk and a Boulogne type Hispano- 
Suiza, to be held at the Indianapolis 
Motor Speedway April 16, as the cul- 
mination of a $25,000 wager posted on 
the cars of their respective countries 
by Mr. Moskovics, Stutz president, and 
C. T. Weymann, of Paris, France. 





















































Newcomers of 1928 


M EET Miss Audrey Ferris, Warner Bros. star—one of the “lucky 13” baby 

Wampus stars of 1928. She, you may recall, was heroine in those classically 

romantic film dramas, “Sailor Izzy Murphy” and “Ginsberg the Great.” The 
car is a “Bigger and Better’ Chevrolet owned by Hertz Drivurself Corp. 





New “Fleet Arrow” Truck 
Now on Tour of the East 

BUFFALO, Feb. 27—Preparatory to 
the formal introduction early in March 
of Pierce-Arrow’s new commercial 
speed unit, the first model from the pro- 
duction line now is on a demonstration 
tour of the East. Harry Ward is in 
charge of the trip. Seventeen years 
ago Mr. Ward drove the first Pierce- 
Arrow truck over a similar route and 
upon the same mission. 

The factory now is engaged in actual 
production of the new vehicle, which 
will be known as the Fleet Arrow 
Wagon, and deliveries to distributors 
will begin within a few days. Ex- 
hibitions will be held during March in 
principal cities throughout the United 
States. 

The new Fleet Arrow has a pay load 
capacity from 1500 to 4000 pounds and 
can maintain road speeds up to 47 miles 
per hour. It is powered by a Pierce- 
Arrow six-cylinder engine which de- 
livers a maximum of more than 70 hp. 





Perkins Transferred from 
Inland Empire to Olympia 
SPOKANE, WASH., Feb. 27—J. W. 

Perkins, for five years factory terri- 

torial representative for the Oakland 

Motor Car Co. in the Inland Empire, 

has been transferred to Olympia, Wash. 

He is succeeded here by J. McConnell. 





Klepfer Bros. Adds Space 

BUFFALO, Feb. 24—Klepfer Bros., 
Buffalo, Buick distributor, expects to 
have completed and ready for occupancy 


by May 1 an addition to the plant at 
1575 Main St. The addition will match 
the rest of the building in construction 
and will be three stories high with a 
basement under the entire structure. 
Work was begun on it in October last. 





Stewart-Warner Shows 


An Increased Net Profit 
NEW YORK, Feb. 27—Stewart- 
Warner Speedometer Corp. and sub- 
sidiaries report net income for 1927, 
after taxes, as $5,210,058, equivalent to 
$8.68 a share on no par capital stock. 
This compares with net income of $8.51 
a share in 1926. 





Kansas City Show Keeps 
Up the Successful Record 
KANSAS CITY, Feb. 24—The Kan- 
sas City show closed last Saturday, 
setting a new high mark for attendance 
and sales, according to a statement 
made today by G. A. Bond, secretary 
and treasurer of the dealer association. 
More than 231,749 paid admissions 
were recorded, and it is figured that con- 
tracts and sales, both retail and whole- 
sale, totaled $5,000,000. 


Accessory and equipment makers 


claimed that they sold more merchan- 
dise than at any show this year. 





Willing to Go Abroad 


NEW YORK, Feb. 23—A. M. Willing 
sails from Vancouver Feb. 25 on the 


S. S. Empress of Asia for Manila. Mr. 
Willing will be service representative 
there for the General Motors Export 
Co. 
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Lockhart Out as 
Car “Nose-dives’’ 


re 


Famous Driver, Endeavoring 
to Avoid Wave, Injured 
in Time Trials 
DAYTONA BEACH, Feb. 22—Thrown 
into the surf with his machine when 
it had attained a speed of 225 m.p.h., 
Frank Lockhart, American racing ace, 
was rescued from death during a time 
trial for the world’s record here today. 
He is suffering badly from shock, but 
physicians cannot find that he is in- 
ternally injured. About half of the 
course, which was in extremely poor 
condition, had been completed when the 

accident occurred. 


Blow torches and chisels were neces- 


sary to extricate Lockhart from the 
cockpit of his Stutz Blackhawk special, 
which, while not wrecked, is too bodly 
damaged to be got into shape in time 
to make another run durmg the time 
limit set for the trails. 

Lockhart’s mishap came as he was 
endeavoring to dodge a wave that rolled 
across the speedway in front of him. 

The Philadelphia entry of J. M. 
White, the 36-cylinder Triplex, has been 
barred from the course because its con- 
struction fails to meet the specifica- 
tions by having no reverse gear, al- 
though it is expected to make an un- 
official run at some time during the 
week. 

This leaves the record with Major 
Campbell who, with his Bluebird, has 
made an official mark of 206.95 under 
A. A. A. supervision, as reported in 
last week’s issue of Motor Acs. A full 
description of the winning “Bluebird” 
will be found on page 31 of this issue. 





V.L. Summers Returns 
to Brisbane, Australia 
NEW YORK, Feb. 24—V. L. Sum- 
ners, sales manager of General Motors, 
Australia, Pty., Ltd., at Brisbane, sailed 
from San Francisco yesterday for 
Brisbane. He has been visiting the 
home office and the factories. 


Mrs. Charles S. Mott Dies 

DETROIT, March 1—Many digni- 
taries of the automobile world are ex- 
pected to be in Flint today for the 
funeral of Mrs. Mittie Butterfield Rath- 
burn Mott, wife of Charles §. Mott, 
vice-president of General Motors Corp., 
who. died in Tucson, Ariz., Sunday night 
after a few weeks’ illness, of tonsilitis. 

Mr. and Mrs. Mott were married last 
July. Besides her husband she leaves 
two children by a previous marriage. 
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LaSalle Celebrates 


First Anniversary 


Cadillac-LaSalle Showing and 
“Open House” to Mark 
Birthday 


DETROIT, March 1—Next week will 
be marked by Cadillac-LaSalle distrib- 
utors and dealers throughout the United 
States as the first anniversary of the an- 
nouncement of the new LaSalle car. 
With an open-house celebration of the 
event will be combined a Cadillac- 
LaSalle spring showing. As a result 
of recent additions of new body styles 
to both lines of cars, and on account of 
the new vogue in body lines introduced 
in both cars, displays in local show- 
rooms are expected to be the most 
varied and most interesting in the com- 
pany’s history. 

On the night of March 5, the Cadillac 

division will be host on the air in the 
General Motors radio series and will 
broadeast a program of concert music 
from 9.30 to 10.30 Eastern standard 
time. 
The date, by a happy coincidence, is 
the birthday of Antoine de LaMothe 
Cadillac, name-giver of the Cadillac 
car, who was born March 5, 1658. It is 
also the first anniversary of the an- 
nouncement of the LaSalle car. 

The immediate success of the new 
LaSalle was one of the outstanding 
high points of the industry during: 1927. 
This is explained by officials of the 
company by the facts that it had be- 
hind it a reputation for quality manu- 
facture built up by the organization 
during a quarter century, that from 
the outset it was of Cadillac quality 
throughout, and was designed by Cadil- 
lac engineers and built by the veteran 
force of Cadillac craftsmen within the 
company’s own plants. 


McQuay-Norris Mfg. Co. 
Purchases King Quality Co. 
ST. LOUIS, Feb. 29—McQuay-Nor- 

ris Mfg. Co. has bought the entire auto- 
motive business of the King Quality 
Products Co., Buffalo. The company 
will be continued as an entity with no 
change in policy, prices, packages, 
catalogs and with no _ distribution 
change. The plant and offices, however, 
will be moved to Indianapolis. 











Bus Line Uses Tunnel 
NEW YORK, Feb. 27—Bus service 
between New York and Jersey City, 
operated through the Holland tunnel, 
Was officially opened last week by the 
Nevins Bus Co., which put 14 buses 
mto operation between Journal Square 





The Hand That Snapped a Bull Whip 
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F OLKS, meet Uncle Alden Ward Chase, 92 years of old age and still driving 
a car. He was 82 when he obtained his first driving license. Eighty years ago 
he was driving an ox team! We hope he lives to be a thousand 





in Jersey City and two points in New 
York City. One line runs to Wana- 
maker’s store and the other to the ter- 
minal at West Thirty-first St. and 
Sixth Ave. 

The buses are operated on a 10-min- 
ute headway, the round trips taking 
slightly less than an hour. 





Automotive Corp. Buys 


G. W. Davis Motor Car Co. 

BALTIMORE, Feb. 27—The George 
W. Davis Motor Car Co. of Richmond, 
Ind., has been purchased by the Auto- 
motive Corp. of America, with head- 
quarters here. The new owners will 
continue the Davis line but will build 
also the “New York 8,” an automobile 
designed to meet parking conditions as 
met in New York and other large cities. 
The new car wil embody the wheel 
turning principle by which cars may 
be run sideways for parking. 


Predicts 15,000 
Sales for March 


LANSING, Feb. 27—It is estimated 
that Oldsmobile dealers will ask the 
factory for approximately 15,000 cars 
in March, D. S. Eddins, general sales 
manager of the Olds Motor Works, de- 
clared in an address before the Olds- 
makers Club. 

The big demand for the car in the 
East was indicated, and he said that the 
New York branch, outside of the metro- 
politan area, required 819 cars in Feb- 
ruary, the metropolitan area required 
412, and the Philadelphia area 997. 


U.S. L. Declares Dividend 
NEW YORK, Feb. 25—U. S. L, 
Battery Corp. has declared a quarterly 
dividend of $1 on common stock, 25 
cents on preferred Class A stock and 
17% cents on preferred Class B stock, 











Better Luck Next Time 


H ERE we have Frank Lockhart, race king, whose unfortunate accident at 
Daytona Beach may have cost him the world’s mile record, and F. E. 
Moskovics, president of the Stutz Motor Car Co. of America, Inc. The car 
shown is Frank’s personal mount; we don’t have to tell you the name of it 





































Motor Age 


Gas, Oil and Hot Dogs—Drive In 


T is assured that in the very 

near future there will be cross 
country buses running from coast 
to coast. That kind of operating 
should prove profitable because of 
the gasoline they will save as the 
coast to coast. 

* 

The Noyes-Buick Co. marketed 
17,000 new Buicks in 1927. Cer- 
tainly a record that would justify 
quite a bit of Nayes. 


The town of Hancock, Maryland, 
has refused to: permit the erection 
of signs to guide traffic,:the resi- 
dents preferring to have: tourists 
stop and ask questions (and buy?) 
A good idea, no doubt. But when 
they have tried to answer some of 
the questions a tourist can ask: they 
will probably put up plenty of 
signs. : _ 


Reo has declared an extra divi- 
dend. This just proves the old re- 
mark about the CLOUD with the 
SILVER LINING. 


92,000 are now on the Ford pay- 
roll in the Detroit plants. And the 
old story of “How many men work 
here,” and its answer, “about half 
of them,” does not apply. 


a 
Air cooling of aviation engines 
has proved quite successful in the 
past year on many long flights over 
water. The only times when this 
system was “all wet” was when the 


planes fell into the ocean. 


An automobile salesman and his 
family had driven to West Point to 
see a review. A company of cadets 
was drawn up in line and left 


marking time. “Why don’t they 
shut off their motors when they 
park those men?” inquired the 
young son of the family. 


C. Edward Packer says that he 
hears that the model A Ford is not 
to be made any longer. It seems 
that the car is long enough now. 


“Ts it coming to this?” asks H. 

L. Holder, of Norfolk, Va., anent 
the following, clipped from his local 
paper: 
1912 MODEL MULE—Traded in 
on Chevrolet truck, for sale cheap; 
terms; in perfect health, four good 
hooves. See Mr. Reese, Kline Chev- 
rolet Sales Corp. (Used Car Depart- 
ment), 725 Granby street. Dial 
41047. 








himself. 








~ John Cleary Says— 


I know a dealer whose orders were 100 per cent better and 
whose deliveries were 150 per cent better so far this year 
than they were for the first two months last year. 


That was not a happenstance. 
[t was the definite effect of a definite cause. 


The definite cause was a multiplication of the number of 
salesmen’s contacts with prospects. 


And the warranty of that multiplication of contacts was 
the salesman’s daily report, which is studied by the dealer 
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MACHINE PRODUCED. 
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SHORT time ago, while 
doing some special 
work, I was very much 
perplexed in finding a 

number of car dealers who as- 
sumed an “I-don’t-care” attitude 
about their car washing depart- 
ment. 

It seemed as though I was 
coming in contact with too many 
ear dealers who looked upon 
their wash-rack as merely a 
necessary evil to the business. Knowing the profits to 
be derived from a well-equipped wash-rack, I endeavored 
to analyze its relative importance to a dealer’s business. 
I believe all car dealers will be interested in my con- 
clusions. 

There are two departments in your business that are 
becoming more closely allied every day. They are sales 
and service. A successful dealer realizes fully the neces- 
sity of satisfying the owners after the car has been 
subjected to road service. 

Manufacturers have sponsored this idea to their deal- 
ers, and the dealers in turn have been quick to see its 
benefits. They have equipped their shops with special 
tools, and time-saving apparatus. They have adopted 
modern methods in performing service work so that the 
car is delivered back to the customer at the lowest possi- 
ble cost. To do the job correctly, quickly and at a fair 
margin of profit is their aim. 

Most of the service departments of the big automo- 
bile manufacturers have spent considerable time and 
money in gathering data pertaining to methods, special 
tools, and equipment which a dealer should have in his 
place of business to properly handle the service work. 
It must be said that the advance in this direction has 
- been remarkable in the past few years, and the dealer 
who has not kept in line with this progress had better 
get in the band-wagom and ride now, or the hearse will 
be picking up his dead business. 

To have a well-equipped shop should be the determi- 
nation of every car dealer, and, having a first class shop, 
it must be kept busy. Thus the aggressive dealer is 
interested in increasing sales in both the service and 
sales departments, and he should be interested in get- 
ting more people to come into his establishment. 

One of the acknowledged facts concerning sales is 
that the volume attained by any individual or company 
is directly proportionate to the number of prospects 
interviewed. The larger the prospect list—the greater 
the sales. The question is, how to build up the list. The 
time-honored methods of the automobile dealer must be 
enlarged upon, and I can think of no better way than 
to consider the large department stores as an example. 

There is not a merchandising director or advertising 
manager of one of the successful department stores 
throughout the country who is not most interested m 
appealing to the public in a manner that will bring 
them through their doors. Once you are through the 
doors you find their wares attractively displayed. 
They make you want to stop and look. The more 
stops made, the more prospects and the more sales. 
Bear this in mind, though, that their first interest 
is in having the doors to their place of business 
swinging in. 


It costs these stores millions of dollars each year ff 


to attract the public. Besides their expenditures 
for advertising, they operate departments which, as 
individual units, do not show a profit. But these de- 
partments help the business as a whole. They pay in 
the long run because they round out the services the 
store offers, and so because of the completeness of the 






Motor 


By A. F. 


Assistant Manager of Sales. 


service to the public, they win and hold trade against 
competition. 

I believe dealers marketing automobiles and service 
sales can profit by this principle the same as do the 
department stores: first bringing the public through 
their entrances. 

You show me one automobile dealer today that has a 
completely rounded-out service within his own institu- 
tion, and I’ll show you 25 that have not. I doubt 
whether in the whole U. S. you can show me one car 
dealer who has endeavored to merchandise the services 
of his company in such a way as to appeal to owners of 
all makes of automobiles. 

You can throw up your hands and say I’m crazy— 
that it can’t be done—simply because it is so divorced 
from the accepted practiee today, but, let me explain 
just what I have in mind and then pass your comments. 

There can be no denial that every owner of an auto- 
mobile is going to be a prospect for another motor car 
some day. It can not be refuted that the average owner 
has a certain pride in his automobile, the same as in his 
home, and so there are accessories that may be added 


for corenience or appearance. Then, too, there is the 
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Builder 
Overlook 


ing the Advantages 
Depar tment 


Jordan 
United States Atr Compressor Co. 


A. F. Jordan 
at his desk 


A well-equipped wash rack is productive of 
profits, and Mr. Jordan analyzes its relative 
importance to a deater’s business 


occasional set of spark plugs, a new tube, a tire, 
brake lining, a horn and other parts which must 
at some time be replaced. There are plenty of 
things that automobile owners are going to be 
in the market for tomorrow, so why not build 
up the means of attracting them today to 
your place of business? Build up a contact 
that will acquaint a greater number of people 
with your company by having them coming to 

your place of business. | 
If yeu’ll agree with me that it is to your advantage 
to merchandise and build up a department that will 
give you a better chance to sell more automobiles, 
more accessories, more replacement parts and more 


- service, I’ll tell you what it is. (Turn to page 40) 
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e Bluebird Thar |. 











Side view of the “Bluebird Special,” in which Captain Malcolm Campbell, of England, set a new world’s speed record of 
206.95 m.p.h. at Daytona Beach, Fla. 


\UCH information as has been made available con- 
cerning the construction of Captain Malcolm 
Campbell’s car, which established a new world’s 

speed record of 206.956 m.p.h. at Daytona Beach, Fla., 
omits details as to the engine; the latter is still on the 
secret list of the British Admiralty, for it is identical 
with the engine used in the seaplane that won the 
Schneider Cup race last year. It can be said, how- 
ever, that it is of the “W” type made by Napier, with 
12 cylinders arranged in three rows, the central block 
being vertical and the other two, one on either side, 
at an angle of 60 deg. 

The bore and stroke are 5% in. by 5% in. (140 mm. 
by 130 mm.), giving a piston displacement of 1360 cu. 
in. Overhead camshafts are used, and supercharging 
with a compression ratio of over 10 to 1, necessitating 
the use of doped fuel. 

The actual power developed is not made known, but 
it is said to be double that of the engine of Campbell’s 
racer on which he averaged 18314 m.p.h. on the sands 
at Pendine in Wales; that engine developed 450 b.hp. 
at 2000 r.p.m. and 502 b.hp at 2200. Moreover, im- 
provements in streamlining the body are said to have 
reduced the power required to drive it at 230 m.p.h. 
from 1100 hp. to 700 hp., while, during a series of 
tests of models by the chief airplane designer of 
Vickers in their wind tunnel, it was found that by pro- 
viding fairings for the wheels a further saving of 80 
hp. could be secured. 

The engine is supported on a subframe with a three- 
point suspension in the main frame, the latter being 
underslung from the rear axle and of the usual chan- 
nel steel construction, with side members approxi- 
mately 12 in. deep throughout part of their length. 
A notable feature lies in the position of the radiators, 
for these, instead of being at the front of the car are 
at the back, two pairs being arranged longitudinally, 
one at each side of the gasoline tank in the tail. The 


fuel tank has a capacity of 20 gal., while the oil tank. 


for. the dry sump lubrication is in front and has a 10 
Imperial gallon capacity. 

The wheelbase of the car is 145% in., the front 
wheel track being 6514 in., and the rear wheel track 
57 in. Rudge-Whitworth wheels are used with Dunlop 
well-base rims, the front wheels being of the double- 


spoke type dished for center-point steering, while the 
rear ones are triple-spoked. Tire sizes are 33 by 5 in. 
and 35 by 5 in. front and back respectively, with an 
inflated width of 5.85 in. In racing trim the car 
weighs 214 long tons and is expected to put the speed 
record up to 220 m.p.h., if not higher. 

Apart from the engine there is no standard com- 
ponent in any part of the chassis, for the whole of the 
transmission, axles, etc., have been specially made, its 
construction being an entirely personal affairof Cap- 
tain Campbell, though he has received practical assist- 
ance from many British automobile firms, steel manu- 
facturers and others. 

The transmission consists of a dry multiple-plate 
clutch with 16 friction surfaces, the plates having a 
mean diameter of 11144 in. The casing of the clutch 
forms the driven member, to which a 131% in. diameter 
flexible joint conveys the drive to a short coupling 
shaft with a spherical bearing in a cross-member of 
the frame. This latter joint is attached directly to the 
primary shaft of the gearbox, which is of the epicyclic 
type providing three speeds and reverse with the fol- 
lowing ratios: first speed, 1 to 0.333; second, 1 to 0.666 







Rear end of Campbell- 
Napier chassis showing the 
frame passing under the 
rear axle 




















March 1, 1928 


Made 207 m.p.h. # 


(Campbell's 12_(ylinder Napier Engine With 
10 to 1 (Compression Same as That Used in 
Seaplane Which Won Schneider (up Last 
Year. Details Still a Secret of British 
eAdmiralty. Fin on Shell Gives In- 


creased ‘Directional Stability 


By M. W. Bourdon 


(Motor Age British Correspondent) 


and top direct. The gearset differs notably from the 
usual epicyclic arrangements, for, although no clear 
details are available, it is said that frictional braking 
surfaces for obtaining torque are eliminated and the 
satellite carriers brought positively to rest, whereby 
power is transmitted without frictional loss, while 
every unit of the gear runs on roller bearings. 
Lubrication of the gearset is effected by pressure 
from the engine. Integral with the gearset is a short 
torque tube, flange-jointed to the aluminum center of 
the rear axle casing, in which the crown wheel and 
bevel with a ratio of 1.5 to 1 are independently sup- 
ported with the obpects, it is stated, of making them 
unaffected by deformation of the axle casing. The axle 
is of the full floating type with conical extensions of 
the center formed from steel forgings and diagonal tie- 
rods running from the spring centers to the gearset. 
The front axle consists of two sections, flange- 
jointed at the center from which a laminated torque 
menfber runs forward to a tubular cross-member at the 
front end of the frame, the object being to relieve the 


Front end of the winning Bluebird, 
showing laminated torque mem- 
ber, duplicated 
Shock absorbers stent 
and underslung a 
front springs SS 
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springs of front 
brake’ reaction 


elliptic springs 
are used front 
and back, their 
respective 
lengths being 
37 in. and 50% 
in. The steer- 
ing gear is of 
the Marles cam 
type, duplicat- 
ed, with direct 
operation of 
both front 
wheels, though 
a tie-rod is also 
used. Front and 
rear brakes are 
identical in de- 
sign and dimen- 
sions, being of 
the Rubery type, 
the drums hav- 
ing a friction 
surface of 18 
in. by 1% in. 
with _ cooling 
fins. Brake op- 
eration is as- 
sisted by a De- 
wandre vacuum 
servo, with both the hand lever and pedal control. 

The design of the shell of the car is shown by the 
accompanying photograph, in which it will be noticed 
that a fixed vertical fin occurs behind the driver, the 
object of which is to give increased directional stabil- 
ity at high speeds, though it is considered not improb- 
able that the test runs at Daytona Beach will suggest 
the advisability of this special feature being removed 
if the wind should be blowing from either side of the 
course. The body shell is built of 18-gage aluminum, 
cellulose finished in saxe blue to conform with the name 
that has been given to the car—“Bluebird.” 


Captain Malcolm Campbell 
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An Interview With the Industrious 33-Year-Old Auburn Executive 
Vho ‘Reached Success by Avoiding Mistakes 


EW YORK Show week. The Auburn exhibit 
at the Commodore Hotel. A prosperous look- 
| ing gentleman just passing middle age has 
ordered a new 115 sedan. He hadn’t come 
to buy. The car has been sold to him. 

Turning to leave the exhibit, he is impelled to say a 
few words of praise to the keen, alert and conspicuously 
well-informed salesman who got his name on the dotted 
line. 

“Young man,” he says, with just a barely perceptible 
note of condescension in his tone, “young man, you have 
tied up with a good company. Auburn puts out a fine 
automobile, and if you keep plugging you should make 
good progress with the organization.” 

A sweeping gesture of the hand, a slight bow and he 
is gone. 

And a moment later E. L. Cord, president of the 
Auburn Automobile Co., and one of the outstanding 
executive successes of recent years in the automotive 
industry, is chuckling over the incident and probably is 
feeling justly proud of the fact that he still can gain 
unbiased praise as a salesman of the product which he 
is building. 

Personal touch with the detailed activities of every 
phase of the operation of his companies, illustrated by 
the incident above, is the most prominent characteristic 
that stands out as a result of any attempt to analyze 
clearly the things which have made possible the success- 
ful achievements of Auburn’s president. Mr. Cord has 
the distinction, held by few chief executives in any in- 
dustry, of knowing the technique and fundamentals of 
every phase of his business so well as to be able to oper- 
ate in any department with the skill and ease of an 
expert. 

“The speed of the boss is the speed of the gang,” 
someone has said, and the progress made by Auburn in 
recent years is an outstanding example of the truth of 
that statement. “What are Cord’s recreations?” we 
inquired of an Auburn distributor who has been a per- 
sonal friend and associate of his for many years. “How 
does he spend his spare time? What is his hobby?” 

“Work,” came the reply quickly and unhesitatingly. 
“Cord works harder and longer hours than any man in 
the whole organization—and he gets a great kick out 
of it.” 

After several hours’ informal conversation with the 
Auburn head, moreover, it isn’t at all difficult to accept 
this estimate of him. 

For a single man to interview Mr. Cord, investigate 
his achievements and try properly to valuate his work 
is an unusually difficult task, since the single interviewer 
can’t have an equally wide range of expert knowledge. 
Over a period of some three hours recently, we talked 





informally with Mr. Cord about what was going on in 
the automobile business in general and about his own 
activities in particular. We can hardly say we inter- 
viewed him, because Mr. Cord is too much bound up in 
the practical, concrete realities of automotive problems 
to lend himself much to the somewhat abstract super- 
ficialities which tend to permeate the average “inter- 
view.” During the time that we talked with him, how- 
ever, we heard him discuss casually and unaffectedly 
almost every type of automotive problem with equal 
familiarity and with that lack of ostentatiousness in 
every case which so clearly bespeaks basic understand- 
ing of the subjects under discussion. He moves from 
financial evaluation of automotive properties to tech- 
nical details of how to solve steering problems arising 
from application of front wheel drives to stock cars 
with almost startling ease. 

Much has been heard of Mr. Cord in the automotive 
industry in recent years. His development of the Au- 
burn Automobile Co. from a relatively obscure position 
to one of marked prominence, of course, first gained 
him the limelight. Then more recently his purchase of 
the Duesenburg organization and of several parts com- 
panies has 
made _ people 
1. a 4 sit up and be- 
x \ ae sae gin to wonder 

al Been cam just where 
this vigorous 
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The Auburn Auto- 
mobile Co. had its 
modest beginning 
in the barn- like 
structure shown 
above. The com- 
pany took its name 
from the Ohio town 
in which it located 


And at right is the 

Auburn plant as it 

appears today—the 

oak that grew out 
of the acorn 
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young executive is planning to go. Rumors of further 
purchases by him from time to time have tended to 
heighten the general interest of the industry in his 
plans and activities. A few cautious spirits have even 
wondered if he might be trying to move too fast. 

There is little likelihood of this latter situation de- 
veloping. Nobody could talk with E. L. Cord for any 
length of time and come away with the slightest fear 
that his ambition might run away with his judgment. 
There appears to be in him none of that urge for power, 
that tremendous putsch for dominance which has 
wrecked the growing careers of many able men in the 
past. 


E. L. Cord quite obviously is very much bound up in 
the doing of a good job; the working out and solving of 
practical problems; the building of progress step by 
step on solid foundations. There is nothing in his whole 
approach to his work that gives the remotest sugges- 
tion of any illusions of grandeur. He very definitely 
impresses one as a keen, straight-thinking, analytical 
vigorous young executive, who gets a real joy out of 
hard work, but who is unusually well-endowed with 
those human qualities which go to make a true leader 
rather than a mere ruler. He is the type of man we 
would expect to echo the statement made the other day 
by Ray A. Graham when Mr. Graham was greeted 
with tumultuous applause as he rose to speak at a 








dealer meeting. 
“Thank you,” 
Mr. Graham 
said, “I appre- 
ciate the wel- 
come, but the 
applause has 
always meant 
just one thing 
to me and that 
is ‘Young man, 
you've got a 
good job—see 
that you don’t 
lose it.’ ” 
With a thoroughly sound approach to his prob- 
lems, however, there is no doubt that Mr. Cord 
i ee ee sees ahead the possibilities for further consolida- 
NS : tion and expansion of his properties. Basic. in 
sd OO a all of his plans, of course, is the Auburn Auto- 
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mobile Co., which he has brought from a sale of about 
2500 cars in 1924 to a sale of something over 15,000 
cars in 1927. The financial progress of the company 
under Mr. Cord’s regime has been even more impress- 
ive, the company having shown a deficit of $69,830 in 
1924 as against a profit of $943,362 in 1926 and a profit 
well in excess of $1,000,000 in 1927. Last year, Mr. 
Cord says, there was never a day when the Auburn 
Automobile did not have $3,000,000 cash on hand. 

This record indicates clearly Mr. Cord’s general ideas 
of operation. His past work shows a belief in finding 
ways and means to operate at a profit those properties 
already in hand before going out to acquire new invest- 
ments to worry about. He is a strong believer in the 
idea that any automotive product, whether it be a com- 
plete car or a part, can be sold at a fair profit so long as 
the product itself is built to a high standard, the serv- 
ice of the product is sound and consistent, and the sales 
effort put behind it is forceful and intelligent. 

This idea is emphasized by the policies he is adopt- 
ing in connection with his more recently acquired parts 
companies. Speaking of his aims for the Lycoming 
Manufacturing Co., which he acquired Sept. 6, 1927, for 
example, Mr. Cord said: 

“T have no intention of getting into the kind of price 
competition that some parts makers have let themselves 
in for. There is nothing to be gained by parts makers 
striving so hard for business that they sell at a price 
which yields no profit.” 

This same approach to all problems of building an 
enterprise is embodied in Mr. Cord’s reply to our in- 
quiry, ““How did you make Auburn successful?” 

“Just by refraining from making the mistakes which 
other small companies had made in the past. Name the 
small company which has not been successful and I be- 
lieve I.can tell you pretty exactly why it failed to make 
good. =/There wasn’t any attempt to apply a success 


formula to Auburn; we just went ahead carefully and — 


avoided making mistakes. 

“The trouble with the automobile industry some- 
times,” Mr. Cord went on, “is that it tends to get into 
ruts. Old heads of companies have had to be changed 
from time to:time because they just couldn’t see the 
absolute necessity of trying new methods and new ways 
of meeting the new conditions of operation in the auto- 
mobile business. The methods of 10 years ago won’t 
do the job today. We’ve got to keep out of ruts; our 
minds must remain flexible and honestly open to the 
possibilities of trying out new things.” 

Mr. Cord’s plans for Duesenberg, Inc., which he also 
acquired last September, are fairly well known in gen- 
eral. He has in process of completion a new line of 
Duesenberg cars in which he hopes to incorporate all 
that is finest in motor car design. 

“There has been plenty of comment about your ex- 
pansion activities,” we said to Mr. Cord, “but it would 
be interesting to know your opinion as to the future of 
the small passenger car company. Do you expect to get 
big—or do you see a future for the smaller company?” 

“We hope to continue to expand and to grow larger,” 
Mr. Cord replied, “but I see a very definite and excellent 
future for the smaller automobile company as well. 
There will always be a place for a certain number of 
smaller, soundly operated passenger car manufacturers. 
There is even the possibility that the number of smaller 
companies will multiply, perhaps marketing over a lim- 
ited area and depending on local pride and local support 


SALESMAN WHO 


CAOT © 


Motor Age 


BECAME PRESIDENT 





for their success. Numerous truck companies have been 
put over on this basis and it may be an outside possibil- 
ity in the passenger car field; I’m not sure. In any case 
there always are going to be some successful small pas- 
senger car producers.” 

The detailed story of Mr. Cord’s personal history is 
now perhaps too well known to bear repeating in all of 
its elements. He got into the automobile business “just 
like any other kid,” as he puts it himself. He used to 
hang around automobile establishments; he liked to 
drive cars; he was interested in racing; he wanted to 
live with automobiles. As a result he got a job selling 
them out in Los Angeles. He was once a used car dealer 
and later a new car dealer. For a time he operated a 
trucking company engaged in hauling mine supplies 
over the mountains of Arizona. 

Suffering business reverses, he arrived in Chicago in 
1919 practically without resources. He began to sell 
cars for a Chicago distributor. John Quinlan was sales 
manager. When Mr. Quinlan took over distribution of 
Moon in the Chicago district Mr. Cord went with him, 
beginning a business association which later grew into 
a partnership in the Quinlan Motors Co. 

In 1920 Mr. Cord sold his interest in the Quinlan 
company and took over the wholesale distribution of 
Moon cars in Wisconsin. A year later he sold this busi- 
ness at a profit, bought a one-fourth interest in the 
Quinlan Motors Co. and became its general manager. 
Under his management this company, from January, 
1922, to June, 1924, sold 5000 cars at wholesale in the 
Chicago district. 

In June, 1924, Mr. Cord sold out his interest in the 
Quinlan company. Auburn was at that time in a bad 
sales slump with heavy inventories of obsolete materials 
on its hands. Negotiations with bankers behind the 
Auburn company resulted in Mr. Cord’s going to Au- 
burn as general manager. Shortly he was elected vice- 
president, and at the beginning of 1926 he became 
president of the organization. 

Simplicity, directness, frankness, singleness of pur- 
pose—those qualities which have made automotive 
leaders and outstanding figures of such men as Charles 
W. Nash, Walter P. Chrysler, Alfred P. Sloan, Jr., and 
many others—these are the qualities which seem most 
characteristic of this youngest executive whose star 
has risen so high on the automotive horizon. On our 
way to talk with Mr. Cord, we remarked to a member 
of his organization that we were going to ask Mr. Cord 
what was responsible for Auburn’s success. 

“That ought to be a very short interview,” our com- 
panion remarked, “because the answer is brief; it’s just 
‘E. L. Cord.’ ” 

But despite the high esteem in which Mr. Cord is 
held by his own organization and the credit which they 
all seem to give him as the keystone of their achieve- 
ment, he has not built a one-man organization. True, he 
is almost unbelievably active in every phase of the work 
of his companies, but he does not try to do the whole 
job himself. He delegates authority just as any other 
successful executive and has surrounded himself with 
strong men. 

Perhaps no better summary of Mr. Cord’s generally 
modest and matter-of-fact approach to his problems 
could be given that to quote his own estimate of his job. 

“My contribution,” he says, “is purely conversa- 
tional.” 
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Additional Details of New 
Willys-Kaight irucrs 


One Feature of Six-(ylinder Engines is Fitting of an Oil ‘Rectifier 


Formed Integral With Exhaust Manifold. 
Price Range $1,095 to $2,599 





The 2-ton edition of the Willys-Knight truck series 


Overland, Inc., has made known additional de- 
tails regarding its new Knight-engined trucks 
and elaborated upon information previously released. 
While there is considerable deviation in the sizes 
and range of service of the four Willys-Knight truck 
chassis, there is considerable similarity in design 
throughout. All engines are of the seven main bear- 
ing type, pneumatic tires and four-wheel brakes are 
standard, and complete electrical equipment is fur- 
nished. All models except the 1-ton series are avail- 
able in two wheelbase lengths. The prices, weights 
and sizes of the individual chassis types are as fol- 
lows: 


W ore the line now in active production, Willys- 


Sizes Wheelbase Price Weight 
1-ton 130 $1,095 2775 Ib. 
1%-ton 134 1,545 3300 Ib. 
1%4-ton 151 1,595 3400 Ib. 
2-ton 150 1,945 3800 Ib. 
2-ton 164 1,995 3900 Ib. 
214-ton 150 2,545 4920 Ib. 
2% -ton 164 2,595 5020 lb. 


All four power plants of the Knight sleeve-valve 
type are of the same basic design and construction— 
the major difference occurring in the bore and stroke 
dimensions according to the capacity of the respec- 
tive chassis. Dimensions of these engines follow: 


Maximum 
Size Bore and Stroke Rated H.P. H.P. 
1-ton 215/16 by 3% 20.70 44 
14%-ton 215/16 by 4% 20.70 48 
2-ton 
214 -ton 3% by 4% 27.34 68 


The engines of all models are carried on “spring 
cushioned mountings”’—the forward end of the en- 
gines being carried on a steel cross member, while 
the rear bell housings are attached directly to the 
frame brackets. 

_ The one-piece cast 
iron cylinder blocks 
are bolted to the 
upper half of the 
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Side view of Willys-Knight I-ton truck 


sleeve is through a silent chain fitted with an auto- 
matic tightener to an eccentric shaft also supported 
in seven bearings. The sleeves have a travel of ap- 
proximately 1 in. and are operated by individual short 
connecting rods in the usual Knight practice. 

Additional flexibility and smoothness is obtained 
through aluminum pistons. The pins anchored in 
the top of the “I” beam connecting rods bear directly 
in the piston bosses. Three piston rings are carried 
above the pin. 

Leaving the individual ports on the right side of the 
engine the exhaust is collected in the manifold and 
then led over the top center of the cylinder block to 
the hot spot surrounding the carburetor. The hot 
spot is formed integrally with carburetor and man- 
ifold. Tillotson carburetors fed by a Stewart vacuum 
tank from a rectangular tank placed at the seat posi- 
tion on the frame are employed for all models. 
Capacity of the tanks are 20 gal. with the exception 
of the 1 ton line which is 12 gal. 

Circulation of the cooling water through the cellu- 
lar radiator is by an impeller pump formed in unit 
with the four-bladed fan and mounted on the front 
of the cylinder block, the drive being by “vee” belt 
off the crankshaft pulley. An automatic thermostat 
built into the cylinder head at the water outlet. 

Auto-Lite electrical equipment is used for the three 
units, the generator being driven from the timing 
chain in conjunction with the ignition distributor 
while the starter engages with the flywheel by an 
inboard Bendix drive. 

Lubrication is through a gear pump mounted in the 
lowest part of the crankcase. In addition to supply- 
ing oil to the hollow crankshaft, the lubricant is pos- 


itively delivered to 
the front timing 
chain. The sleeves 
and eccentric rods 





crankcase with the 
oil pan formed of a 
steel stamping. 


are oiled by spray. 
A feature of these 
engines is the fit- 





Force-feed lubrica- 
tion is used. The 
Crankshaft is drill- 
ed and carried in 
seven bearings. 
Drive to the 





Chassis view of the new Willys-Knight 22-ton truck 


ting of an oil recti- 
fier formed integral 
with the exhaust 
manifold. This de- 
vice after drawing 
(Turn to page 40, 
please) 




















































Promises 


Are Nude 
to ‘Be 


Kept 


cAnd at Any (ost, in the Belief of 
Two Studebaker ‘Descendants 
Who Handle the (ar Named 
After Their Forebears 





“Be very careful about making promises 
to customers, but when once made live up to 
them—cost what it may.” 


HIS rule, promulgated as “Rule No. 10”..on 

July 1, 1880, by P. E. Studebaker, treasurer 

of the Studebaker Bros. Manufacturing Co. 

of South Bend, Ind., for the guidance of the 

Chicago branch established on that date, still is the 

motto of the last members of the Studebaker family 

retaining an active connection with the Studebaker or- 
ganization after these 47 years. 

The two members of the family still “with the com- 
pany” are Nelson Studebaker Riley and Franklin Stude- 
baker Riley, brothers, president and vice-president 
respectively of the Studebaker Riley Company of 
Kansas City. The brothers, grandsons of P. E. Stude- 
baker, distribute Studebaker motor cars in the Kansas 
City territory. 

A policy of fair dealing, more binding than any writ- 
ten guarantee, and a service that is more than a catch 
phrase, are the pillars upon which the two brothers 
have built one of the most prosperous and enterprising 
motor car businesses in the Middle West. The old Stude- 
baker policy of living up to every promise made—re- 
gardless of cost—is an iron-clad rule with the brothers. 
In fact, they have even made it a rule to allow the 
customer to decide what is fair when a controversy 
comes up—and then make good on the customer’s 
expectations. 

This policy of fair dealing on the customer’s own 
basis, is illustrated in a recent transaction. 

Two years ago a man traded with the Studebaker 
Riley Company for a used car. The car gave good 
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service and the customer was satisfied in every way. 
Recently he drove the car to Denver for a visit there. 
After the trip he took the car to a Denver garage for 
some minor repairs... A discussion came up over the 
year model of the car. The customer was sure it was 
of a year-later make than claimed by the garageman. 
A check-up of the serial number proved the garageman 
right. The customer mentioned he had purchased the 
car from Studebaker Riley Company in Kansas City 
and the garageman gave him some advice. 

“I have heard of that company,” he told the customer. 
“When you go back to Kansas City go around and ask 
for one of the Riley brothers. They will make things 
right, even if it was two years ago you bought the car.” 

When the man returned he took the car to Nelson 
Studebaker Riley and told his story. The man’s bill of 
sale and title transfer showed the right year model but 
the customer insisted the salesman had told him 
differently. 

The result: 

The man said he would like to have a general overhaul 
for his car with some new parts. He got both. 

“It may look like a foolish thing to have done,” said 
Mr. Riley, “but we felt that if our reputation for fait 
dealing had reached as far west as Denver, it was up 
to us to make good.” 

This transaction, naturally, is unusual, but the repu- 


tation of the company for standing back of every neW 


and used car deal is well known in Kansas City and for 
many miles around. Every year many thousands of 
dollars in service work goes out from the company’s 
service department for which no money is collected, 
because of this policy. ; 

But it is like casting bread upon the water, for this 
service is coming back in increased sales on neW 
cars and a used car business that has ceased to be 4 
problem. | . 

“It was a strict set of rules that our grandfather laid 
down to the men employed in the Chicago branch 4 
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way. the time it was opened in 1880,” Nelson Studebaker 

ere. Riley said, “but of the 15 rules he made we find that Right: Nelson 

for most of them are just as sound today in principle as pre + mary te on 

the they were almost a half century ago. “Riley Com- 

was “Of course there is Rule 12, forbidding salesmen to pany, Kansas City, 

man. smoke during business hours, that we ‘forget,’ but there Mo. 

man is No. 6 which we find very practical. That rule is: : 

| the ‘Never allow your anxiety to make a sale induce you j 

City to take what you regard a risk.’ That rule has kept us / 
from taking in many an old car on a trade for more | 

mer. than it was worth.” 

| ask Nelson Studebaker Riley wandered somewhat from 

ings the “faith of the fathers” when he started out to make 

car.’ his mark in the world. Graduating from Yale, he en- 

elson tered the law school of Columbia University, New York, 

illof § and after being graduated he hung up his shingle in 

I but New York City. He was born and 

him reared in St. Joseph, Mo., and the 


“call of the West” was too strong to 
resist. Sixteen years ago he came 


rhaul to Kansas City as assistant manager 
| of the farm wagon department of 
said the Studebaker branch. He was con- 
- fair nected with the branch during that 
aS UP period of development when the 
automobile and truck supplanted the 
repu- wagon and the buggy, and he kept 
r new pace with this development. 
id for In a few years along came the 
ds of World War. Nelson and his brother, 
~_ Franklin, both entered the service. 
ec 9 


Franklin had taken a course in 
chemical engineering at college and 


on When the war came he was an engi- 
ho heer in the fire engine department 
e = the Studebaker factory in South 
end 
+ Iaid “a Right: Franklin Studebaker Riley, vice-president. Left: C. M. Woodard, 


ch at | “SON Was commissioned a cap- vice-president and general manager 
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tain and assigned to the chemical warfare division -in 
Washington, D. C. Franklin, the younger, the chemical 
engineer, entered the air service and was sent to France, 
holding a lieutenant’s commission. Later he was trans- 
ferred to the motor transport division and sen: back 
to the United States as an instructor in army camps. 

After the war, the brothers went to Seuth Bend to 
“talk things over” with Albert R. Erskine, president 
of the Studebaker Corp. of America. They were offered 
the distributorship of Studebaker cars in Kansas City 
and took over the business c:. Jan. 1, 1919. Their ter- 
ritory includes the retai] business in Kansas City and 
wholesale distribution in western Missouri and eastern 
Kansas. 

The company’s business has been steady. While there 
have been problems in common with all motor car deal- 
ers—lean days and prosperous ones—the business has 
shown a steady gain until the organization now stands 
in the front rank of organizations in the Middle West 
handling cars in the Studebaker price class. 

A new and modern building was erected especially 
for the company two years ago, located at Twenty-sixth 
Street and Grand Avenue. More than 80 persons now 
are employed in the various departments of the busi- 
ness. A few months ago C. M. Woodard, of Detroit, 
became the general manager of the company. Since 
then sales records have been consistently “smashed” for 
any same month in the history of the company. Mr. 
Woodard was manager of a factory branch in Detroit 
before going to Kansas City. The first of this year 
Mr. Woodard was made a vice-president of the company, 
in addition to being general manager. 

Both the brothers take an active part in the manage- 
ment and development of the business. 

The Studebaker Riley Company has never resorted 
to “stunt” advertising in building up its business, but 
no “legitimate” means is overlooked. Newspaper ad- 
vertising is used in literally tying up direct mail and 
billboard advertising. House-to-house and telephone 
soliciting also are used freely. The greater number of 
prospects, however, are obtained from Studebaker own- 
ers who “spread the gospel” of Studebaker Riley serv- 
ice. “And here,” says Mr. Riley, “is where we collect 
on the free service we give to Studebaker owners.” 

One of the prized possessions of the brothers is the 
original copy of the 15 rules laid down by their grand- 
father for the staff of the Chicago branch. The original 
copy is framed and hangs on the wall of their office. 
Copies are supplied to all employees. These rules are: 
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1. The store must be opened and swept promptly by 
cr. * 

2. The manager and all employees to be at the office 
by 7. a. m. 


oo 


The manager must review the entire stock every 
morning, see that it is properly cleaned and prop- 
erly placed to show to the best advantage. 

4. All letters must be answered upon the day of their 
arrival excepting those that refer to matters that 
are exceptional and must be held over. But all 
must be disposed of at the earliest possible moment. 

5. The bookkeeper must keep all his books posted 
daily, and never make a final settlement with a 
customer without reviewing the account, or draw- 
ing off an itemized statement, thereby correcting 
errors, if any. 

6. Be careful in extending credits, and never allow 
your anxiety to make a sale induce you to take 
what you regard a risk. 

7. All collections to be looked after promptly, and any 
notes that are made payable in bank—either in city 
or country—to be sent to said bank 15 days before 
maturity. 

8. If any party lets his account or note mature and 
remain unpaid without explanation, ask for se- 
curity. If it is refused, commence suit at once. 

9. Grant no extensions of any importance without re- 
ferring to the general office at South Bend. 

10. Be very careful about making promises to cus- 
tomers, but when once made, live up to them—cost 
what it may. 

11. The manager must not leave the store without leav- 
ing word at the office where he is going and when 
he will return. And no employee to leave without 
consent of manager. 

12. Salesmen must not smoke during business hours. 

13. The manager is expected to order the goods and 
keep a well assorted stock. He cannot study this 
matter too thoroughly, as without goods suitable 
to the market you cannot succeed, and in this par- 
ticular business it requires more thought than in 
many other kinds, as you must anticipate the wants 
of your trade and put in your orders early so as to 
have the goods when wanted. 

14. The manager should visit the factory not less than 
once a month. 

15. The manager, nor any of the employees, will be per- 

mitted to overdraw their account without permis- 

sion from the general office at South Bend. 





Three Factors Make 1928 Business Outlook Bright 


HREE important factors will make 1928 a very 

satisfactory year from the standpoint of general 
business as well as the automobile business, according to 
Edward 8. Jordan, president of the Jordan Motor Car 
Co. They are: 

1. Buying in practically all lines is on a conservative 
basis. Resources are being conserved and inventories 
are being held down to a reasonable size. This is an en- 
couraging factor, for if everyone were overbuying we 
would have a too rapid expansion with a serious re- 
action later. Conservative buying means an even curve 
of rising demand with an unusually good fall business 
ahead. 

2. Automobile manufacturers are at last beginning 
to regulate production to a point that is in keeping with 


their dealers’ ability to finance and trade on a profitable 
basis. This policy should prevent the inevitable slump 
which always follows over-production. 

3. The public, after waiting several months for the 
new Ford and the appearance of new models at the vari- 
ous automobile shows, are back in the market with both 
feet. They are reducing the trade-in prices on their old 
cars, realizing that with the new lower prices on im- 
proved new models, the dealers cannot afford to pay as 
much for old cars as the public at first expected. 

These three factors, combined with a steadily improv- 
ing labor situation, a decidedly better outlook in the steel 
industry and apparent prosperity for the railroads, 


make the outlook for the automotive industry extremely 
bright. 
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) Baiting the Window tp 


iN A -Man Who Does FLis Ai, j 
\' Tells Dealers Hox h 


Howard M. Davis, 
retail sales man- 
ager, who reveals 


his ideas of good By Luke Hay 


window displays 


Immediately below is an 
example of the coopera- demonstrates an idea that previously was a mystery to 


? - type of agg ot the average citizen. 


| 

deoguties in this article An overwhelmingly interesting public event of great | 

news value and of high public interest might be the | 

The other windows illustrated tie-in that is featured in a window display that also : 

are typical of the seasonal dis- emphasizes the Willys-Knight and Whippet in connec- ' 
play and the leading person tion with the story. 

display Other times a display is made that suggests coopera- \ 


tion with the progressive manufacturer of another 
product, and which has a relationship that is emphasized I 
in the display. 

Thus the windows at Broadway and Fiftieth Street 
are a magnet to draw public scrutiny at all times, 
he | Mi ; : recourse being taken to all the variety of plays 
— gen a , that enters into the psychology of window dis- 
2 hie Dc eo play as a medium of advertising. 
~ oe Howard M. Davis, retail sales man- 
— a, a . ager of the New York branch, is respon- 
sible, largely, for the 
- i ~ = | _ progress that has been 
=. a. ee a ae i | : <5 9%, made in the effective use f 


of window display by i 

that organization. Mr. 
: Kr . 4 } Davis is enthusiastic t 
> “= ”* .¢ d S | F over the amount of re- a 
4 bck an ) , Fi sults that every automo- S 
i ° om a bile merchant can obtain t 





from window display. 


Of course, in the case 
of Mr. Davis, Willys- 
Overland has a splendid 






STROLL down the west side 
of Broadway, from Colum- 
bus Circle to Times Square, 
will take you past the sales- 

rooms of the New York branch of } 

Willys-Overland, Inc., at Broadway Biter 2 ae we 

and Fiftieth Street. ‘| te too: 2 

Invariably there is a crowd in hae Bog: orl ee 
front, attracted by the unique win- 
dow display that varies from that of 
most of the windows along Auto- 
mobile Row. 

Sometimes it is an elaborate, deco- 
rative display that has challenged 
the most consummate skill of the 
professional decorator. It might be 
a demonstration of a skillful process 
of manufacture used by the makers 
of some regularly advertised and 
sold commodity, which explains and 
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location, which enables Mr. Davis to get his merchan- 
dise before the public. But Mr. Davis believes that re- 
gardless of the location the dealer can get prospects 
into his store providing he is alert and decorates his 
window with that purpose in view. 

“I think two distinct advantages accrue from good 
window displays,’ Mr. Davis told the writer. 

“First: They attract favorable attention to your 
product. 

“Second: They establish your place of business with 
the buying public. 

“I divide effective window displays into the four 
following types: 

1. Elaborate decorative displays. 

2. The demonstration type. 

3. The tie-in with current events or 
leading persons. 

4. The cooperative type. 

“We have used these four types effectively, shifting 
from one to another as the circumstances warrant, and 
in conformity with the practice of reasonable economy.” 

The secret, so it appears, in Mr. Davis’ being able 
to “pack them in,” lies in his ability to arrange these 
above-mentioned displays. “It’s an easy matter,” he 
says, and his explanation of when to use these various 
types make it appear so. 

“The elaborate decorative type of window display,”’ 
Mr. Davis says, “is used less frequently than the other 
three, due to the expense of scenery, service, etc. We 
have made it a practice to use this type of window 
display about four times a year. We maintain the same 


window from three to four weeks. Thus we spread the 
expense over a rather long period. The limit of its 
value is determined by public interest in it. 

“In using this type of window display it is wise to 
conform with the season in which it is used, and to 
have the ‘stage setting’ reflect that feature. Thus in 
springtime it would be verdant with leaves and blos- 
soms, and in fall it would include those ‘props’ which 
go to emphasize a fall setting. Summer and winter 
are capable of similar treatment. 

“In this type of window display advertising, it is 
possible to tell a definite and effective story about the 
cars, emphasizing their power, luxury or any of the 
other selling features that are exercised in the sale of 
Willys-Knights and Whippets. 

“Through the use of this character of display during 
seasons when public interest in the new models was 
high, we have drawn several hundred thousand persons 
into our salesroom, and have maintained a stimulated 
atmosphere in our place of business for many weeks. 

“The demonstration or action type of window is quite 
effective. Any window display that depends for its 
pulling power on action is interesting to the public. 
This type of display can be produced at a very reason- 
able cost. 

“One of the most effective displays we have had was 
one in which we used an artist to draw various pictures 
on large sheets of paper in the window, reproducing 
roughly scenes depicted in the Whippet catalogue. We 
arranged this display in the following manner: A 
large easel was erected in the window and the artist, 
properly attired to meet the conventional idea of an 
artist at work in his studio, worked diligently with his 
crayons making the attractive pictures in colors, just 
as the artist actually does it. Then he allowed it to 
remain so the passersby might enjoy it. After a short 
period he produced another. 

“Incidentally, during the progress of his work, the 
artist would write in crayon along the margins or sides 
of his sheet of paper, the outstanding features of the 
Whippet. Thus he put over a sales talk on the Whippet 
while he was entertaining the crowd on 
the sidewalk. Frequently the crowd watch- 
ing the artist would reach such proportions 
that is threatened seriously to block traffic 
out on Broadway. 

“Another window display we put on with 
good effect utilized a man 6 ft. 4 in. tall. 
He stood beside a Whippet in the show 
window and with pantomime gestures he 
placed before the gaze of the sidewalk 
crowd 20 large cards. Each card carried 
a statement regarding some outstanding 
feature of the Whippet. Thus he carried 
the sidewalk gazer’s attention from the 
card to the point on the Whippet and in- 
duced it to rest there a moment, to permit 
the idea to ‘sink in.’ 

“The abnormal proportions of the man, 
garbed in fantastic costume, standing over 
the neatly built Whippet, commanded at- 
tention and the curious pedestrians assem- 
bled in front of the window by the hun- 
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dreds. This is an effective way of inducing the pub- 
lic to think attentively about the various features 
of a car. The expense is nominal. All you need to 
do is to get the ‘six-foot-four individual’ and put him 
to work. 

“These are two of the many ideas in which we have 
utilized the idea of action in a window display. It is 
not difficult to think of others that will have a distinct 
local appeal. 

“The creation of a window display to tie-in with 
local or. general 


events high in the ore 
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TO CATCH CUSTOMERS 





CAOT © —_ 


every dealer. We have used this method of window dis- 
play effectively and have found that there is nothing 
that exceeds its value for making friends and for tying 
in manufacturers with us in the use of Willys-Knights 
and Whippets. 

“Windows of this kind always attract and any dealer 
can obtain, readily, the cooperation of some of the lead- 
ing merchants or manufacturers in his home com- 
munity in arranging a display that we feature his 
merchandise as well as ours. 

“It is preferable 
to use a merchant or 





public interest has 


been done by us a ” your display is well conceived and carefully executed it will tell your 

story at a glance to persons who would never stop to look into your 

that showroom windows otherwise. Once this occurs their attention is drawn 
to your windows invariably when they are passing your way again. 


number of times 
with results 
have repaid our ef- 


manufacturer who 
already is using the 
products which the 
dealer merchandises. 
Recently we cooper- 





forts, 
compared favorably 
with any type of window display. 

“To take, for example, an occasion like the flight of 
Col. Charles A. Lindbergh and word out a display fea- 
turing the flight and its hero, is to attract large and 
enthusiastic sidewalk crowds. 

“In this kind of work, the cars are made secondary 
in importance to the main theme of the display. You 
will lose no prestige from that, due to the fact that 
the public appreciates the gesture you make in honor of 
Colonel Lindbergh, or whoever it might be. 

“There are frequent opportunities to take advantage 
of a situation of this character, cases in point being 
the arrival of Gertrude Ederle; the reception and cele- 
bration in honor of the captain and crew of The Roose- 
velt upon the occasion of their heroic rescue of a 
sinking ship in mid-Atlantic; the arrival of a foreign 
monarch or prince, and many other events that stir 
the community to enthusiasm for the moment, and 
which are heavily featured at the time in the news- 
papers. Another phase of this same division of at- 
tractive window display is revealed by the purchase of 
a Willys-Knight or Whippet by a celebrity of popular 
and wide distinction. 

“For instance, Commodore Hartley, then commander 
of the 8S. 8S. Leviathan, purchased a Willys-Knight 
Great Six. We regarded this a highly distinctive en- 
dorsement of the Willys-Knight, the purchaser being 
an engineer of great distinction whose opinion would 
have weight with any normal thinking person. We 
dressed the window with as complete a marine atmos- 
phere as possible. In the center of it we placed a du- 
plicate of the car that Commodore Hartley purchased. 
We stated the facts briefly, along with a picture of 
Commodore Hartley and one of his great ship. This 
window display attracted tremendous attention, and 
during its existence many compliments were received 
from persons who stepped inside to express their ap- 
preciation. 

“I have noted but one example of this type of window 
display, but it requires no stretch of the imagination 
to carry on the idea to great lengths and to think of 
many instances where it can be used effectively. 

“To cite such cases in point: Prominent citizens in 
any town can be used by any dealer. In fact, a celebrity 
of any character serves this purpose. 

“The cooperative window is another effective type of 
window display that I want to call to the attention of 


and which SYS 


ated with Procter & 
Gamble in arrang- 
ing such a display. We learned that each year Procter 
& Gamble awards several thousand dollars in prizes to 
the best sculptors in Ivory soap. The works of the com- 
peting artists are exhibited each year in one of New 
York’s leading art galleries. We advertised that fact 
in our windows, and Procter & Gamble cooperated with 
us by sending an immense block of soap. This we used 
by putting a skillful artist at work in our window 
modeling a Whippet coupe from it. As this artist 
worked, the sidewalk crowds became immense. 

“Many of these persons had never seen an artist at 
work, and their curiosity was so great that they were 
reluctant to leave the window when the sculptor sought 
relief from his labor. 

“The fact that the sculptor was carving a Whippet 
from a block of Ivory soap was stated on cards placed 
in the windows, so that mutual benefit was derived by 
Procter & Gamble and Willys-Overland. 

“When the Whippet was completed, and a perfect 
replica of this famous car sat on its pedestal, the 
crowds continued to assemble in front of the window 
and admire the work of the artist, by comparing it with 
the actual Whippets that occupied conspicuous places 
nearby. It would be difficult to conceive a more ideal 
tie-up or an advertising window that would attract 
more attention. The expense was small and a mountain 
of good-will was built. 

“This suggestion leads to others, and in their various 
localities automobile dealers can unearth ideas that can 
be worked along the same line as this. 

“Our experience with special window displays has 
convinced us that it is inadvisable to run two special 
displays, or windows, in succession. There showu be 
an interval of one or two weeks between such displays, 
possibly longer. If this fact is not recognized the mer- 
chant will suffer from the tendency of the first window 
display to ‘pull’ from the second or subsequent display of 
merchandise. 

“If your display is well conceived and carefully exe 
cuted it will tell your story at a glance to persons who 
would never stop to look into your showroom windows 
otherwise. This is proved by the fact that many pét- 
sons step into our store and tell us that our windows 
have compelled their attention and that they admire 
them. Once this occurs, their attention is drawn to our 
windows invariably when they are passing our way 
again.” 
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Buildings pictured on this page by Howard & Frenaye, Architects 








The community filling station at Great Neck, L. I., fits the site and the locality 
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A picturesque type of station that is 
being duplicated in quantity on Long 
Island 


T has been said that the artistic development of a 
country can be determined from the design of its 
pots and pans, and of course it is true that even the 
worst utilitarian objects in the hands of an artist take 
on true beauty. Our own architecture in America today 
shows great progress even in the design of small utili- 
tarian buildings. The ugly gasoline stands which mar 
the beauty of our great roadways are gradually giving 
way before designs which show study and a searching 
after the combination of the practical and the beautiful. 
The little gas- 
dline station at 


Face- Lifting 
the 


Killing Station 


designed which blends with the type of house in this 
highly developed residential community. When the 
neighbors heard that a gasoline station was to be placed 
among their homes, their hands were raised in horror, 
but now they are proud of the little building which adds 
a note of rural simplicity to their maple-shaded street. 

The Dutee W. Flint station at Narragansett Pier 
shows a different treatment. It reminds one more of 
the little French provincial farms which dot the Brit- 
tany coast. It has a gaiety about it which fits in well 
with the seashore. 

The third station shown on this page is of a still 
more picturesque type which is to be duplicated in 
quantity along 
the Merrick 





G reat N ec k, 
Long Island, 
which jis illus- 
trated, shows 
what may be 
donetomake 
what was for- 
Mmerly an eye- 
sore, fit the site 
and the locality. 
A little English 
cottage in warm, 
Cream _ stucco 
With a vari-col- 
ored shingle 
root has been 








The Dutee W. Flint station at Narragansett Pier embodies the French 
provincial treatment 


Road of Long 
Island. Herea 
chimney has 
been introduced 
with the small 
building con- 
structed about 
it. The type is 
a combination of 
3 Lat the French and 
ey ES FY the English cot- 
_ we 4 tages and forms 
a pleasing spot 
for the tired eye 
of the passing 
motorist. 
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A BUSINESS BUILDER 





There are two service items that are needed more 
often than anything else on an automobile. Yet today 
less than 10 per cent of this work is going to the car 
dealer. The car dealers’ laxity in developing car wash- 
ing racks and greasing lubrication departments have 
resulted in the remarkable growth of small companies 
who specialize in this branch of service. 

With the modern, high-pressure car-washing systems 
and high-pressure greasing units on the market, it is 
possible for a car dealer to set up departments at a 
low cost that can do this very work faster, better and 
at a greater profit per car than by the old system. A 
car dealer by installing the proper equipment, and by 
setting up the right systems to handle this work, can 
merchandise these services. He can bring owners into 
his place of business, make a profit from the services 
rendered, have a chance to sell them new automobiles, 
new accessories and replacement parts, as well as spe- 
cialized service to owners of the make of car which 
they distribute. In all it is simple—car washing and 
greasing are needed regularly. Keep car owners coming 
to you for this service and after you have them there, 
do the same thing as department stores do—have your 
wares attractively displayed, where they demand atten- 
tion, and then watch your sales grow in all departments. 

There is a big opportunity everywhere for car dealers 
to improve their whole business by building up these 
regularly required service departments. The first thing 
to do is to purchase the latest equipment that will en- 
able you to do faster, better work with the least amount 
of labor. Then lay out your place su that you can handle 
a volume of this business without tieing up your other 


SOME DEALERS 


(Continued from page 25) 
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service facilities. In making your layout, plan it so 
that your customers, who come to you for this regular 
service, will have to cast their eyes dn the product you 
have to sell—your line of automobiles, accessories and 
replacement parts. Let them know your goods, and be 
prepared to solicit their business in a courteous, un- 
bothersome manner. 

When you have your place set up to properly handle 
car washing and greasing services, and so laid out as to 
command a view of your sales departments, you are all 
set to start your advertising. 

Advertise to the public so as to appeal to owners of 
all makes of cars. Bring home to them your facilities 
to render this very necessary service. Let them know 
you have the latest equipment to do the work as it should 
be done, remembering also that any system you can set 
up to bring them back regularly, is worth plenty. With 
these departments you have something to draw all auto- 
mobile owners to your service shop and then to your 
showroom. 

The more people that come to your place for service 
work, and who find your company a good concern to do 
business with, the more your prospect and contact list 
will build up, which means increased sales. 

If you are skeptical as to the benefit the development 
of a wash-rack and greasing department would be to 
your whole business, this should not stand in the way 
of going ahead with these two departments. The car 
washing and greasing services will bring you in an ex- 
cellent profit on their own. The other things they will 
do toward increasing your sales in all departments will 
then be “velvet.” 





Additional Details of New Willys-Knight Trucks 


(Continued from page 31) 


the excess oil from the sleeves distills the oil, return- 
ing the lighter gasoline content back to the intake 
manifold and the cleansed oil into the crankcase. 

Velocity type governors are fitted to all models ex- 
cept the one-ton series. The maximum speed of the 
two larger models is restricted to 40 m.p.h. with the 
11% ton series confined to 45 m.p.h. 

Clutch and transmission are mounted in unit with 
the engine on all models. The former are of the sin- 
gle plate type, fully adjustable and employing 11-in. 
diameter woven asbestos fabric rings with the excep- 
tion of the one-ton line which uses 9-in. diameter 
disks. 

A four-speed transmission is fitted on the largest 


214-ton series although the three other models em- 


ploy the conventional three-speed units. Anti-fric- 
tion bearings are employed for the transmission shafts 
on all models. | 
Drive to the rear axle on all models is through 
the usual tubular propeller shafts and oil-tight me- 
tallic universal joints. The two larger models use 
two-piece shafts with three universals. Heavy duty 
spiral bevel rear axles of semi-floating type are used 
for all models with exception of the 21%4-ton series 
which features a double reduction bevel gear drive 
of the full floating type. Propulsion and torque actions 
are taken by Hotchkiss drive. Front axles are of the 
conventional “I”? beam. 
Two stage progressive type rear springs are employed 


on all chassis but the 1l-ton line. These springs are 
designed to carry the lighter loads on the top sections 
with the lower leaves coming into play to take the 
strain of the heavier loads. 

One of the most outstanding features of these chas- 
sis is the installation of internal four-wheel brakes 
throughout. These brakes are of the three-shoe self- 
energizing type requiring only occasional adjustment 
and fully equalized. Sixteen-inch diameter drums are 
used for the rear wheels on all chassis except the 
214-ton size which uses this same size for the front 
wheels and 17 in. drums at the rear. The front drum 
sizes on the other models are 12 in. and 1334 in. The 
emergency hand brake operates independently on sep- 
arate rear brake shoes. 

The large pneumatic tires supplied front and rear 
on all chassis are also available in extra oversize at 
slight additional charge, while a further option is 
placed on solid tire equipment for the 214-ton truck. 

Frame design of these chassis is of extra rugged 
construction, the side members of the two larger mod- 
els being formed of 44 in. stock with 7 in. deep chan- 
nels. The frames on the 1 and 114-ton series are 5% 
and 6 in. deep respectively. The number of cross 
members range from six on the smaller line to seven 
on the 2% line. Front bumpers are integral with 
the frame construction on all models above the 1-ton 
while the spare tire is carried on a special rack be\ow 
the frame on all models. 
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If Special Lines of Service Are to be Handled it Pays 
to Have Proper Equipment and Space 


By Tom 


Wilder 
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GARAGE PLAN 744 
for PR. L.WINKLER. 
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E are contemplating the construction of a new garage. We wish to have under one roof the following depart- 
ae ments: Salesroom, repair shop, trimming department, paint shop and office. The building is to be 60 x 130 Re 
ft., on lot 100 x 120 ft. This lot is not a corner lot, depth being 130 ft—R. L. Winkler, Cuyahoga Falls, Ohio. 


HIS plan needs very little explanation. It is a 

very simple combination of sales and service de- 

partments. No storage space was asked for and 
we have assumed that none was wanted and that stor- 
age was cared for elsewhere. 

This plan serves to show the advantage of a large 
lot, if we are obliged to build on an inside lot. It shows 
how the car display room would have to be narrowed 
up to allow for a driveway if the lot were only 60 ft. 
Wide instead of 100 ft. 

We are suggesting that a little landscaping be done 
at the front of the yard opposite the showroom for the 
double purpose of making the outlook from the show- 
room more pleasant and also to give the yard a better 


appearance from the street. An arched gateway would 
be an improvement over an open drive. It also could 
be closed at night. 

If you want to devote part of your space to storage 
it would be best to divide the garage into two parts, 
either with a partition or just an imaginary line run- 
ning across. The rear part would be used for shop 
and the front for storage. In placing cars in storage 
two rows of small cars on one side and one row of 
large cars on the other side would leave a suitable aisle. 

Probably the party wall will not be rigid enough to 
carry the weight of your trusses and should be rein- 
forced at these points either by steel posts—channels, 
perhaps—or concrete pilasters anchored to the wall. 
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The Latest in Equipment for 








Garage Jacks 
HE Breeze garage jack is a 
readily-portable garage and serv- 
ice station jack. The capacity of this 
jack is 2% tons. It has a range all 
the way from a low limit of 5% in. 
making it suitable for getting under 





even the lowest cars, to a total lift of 
15% in. This range is particularly 
useful in many service operations, par- 
ticularly where tire repairs are in- 
volved. This jack is made by the 
Breeze Corp., Inc., 24 S. Sixth St., 
Newark, N. J. This garage jack sells 
for $36. 


— 


New Electric Tool 


N entirely new line of electric tools 
with squirrel cage motor, operated 

on 180 cycle current, has been developed 
by the Independent Pneumatic Tool Co., 
600 W. Jackson Blvd., Chicago, Il]. The 
type of motor employed in these tools 
eliminates armature winding, commuta- 
tors and brushes. These tools carry the 
name of Thor. The Thor rotor uses 





solid copper bars, riveted and welded 


in position. The gears are made of 
special steel to withstand continuous 
service. Constant speed operation from 
no load to peak load is the outstanding 
advantage of these tools. A feature 
of almost equal importance is their size 


and weight, which is about one-third 
of that for tools of equivalent rating 
designed for operating on 60 cycle cur- 
rent. To use these tools it is necessary 
to install a frequency changer to step 
up the current to 180 cycles. It is said, 
however, that because of the advan- 
tages of these tools, that any shop regu- 
larly operating 10 or more will find 
it worth while to consider. The tool 
illustrated weighs 24 lb., has a speed 
of 380 r.p.m. and can be used for % in. 
drilling or 13/16 in. reaming, and is 
also suitable for nut setting on sizes 
up to and including % in. 





Roller Chucking System 


NE of the features of outstanding 
interest in the Sioux line of valve 
refacing machines is the Sioux roller 
chucking system, which grinds valves at 
any angle and has a chucking capacity 
of % to % in. in diameter, inclusive. 
As a result of this chucking system the 





new style Ford valve with its mush- 
room end can be handled as readily as 
a straight-stem valve. With this chuck- 
ing, accuracy within .001 in. is guar- 
anteed. Illustration shows the No. 620 
Sioux valve face grinding machine. 
More complete details may be had by 
writing directly to Albertson & Co., 
Sioux City, Iowa. 





Valve Refacer 

HE Crowe Valve Refacer is a com- 

plete self-contained valve refacing 
machine including electric motor. It is 
light in weight and removable to any 
bench or convenient working space. It 
is of sturdy construction and designed 
for durability, speed and accuracy. It 
has a cupped grinding wheel, revolving 
valve chuck, jeweler’s collet, cutter- 
sharpening bracket, and includes a 
diamond tubing device with diamond 
to dress emery wheel. The device is re- 





versed and used for a stop when sharp- 
ening cutters. The price of this valve 
refacer is $87.50. It is manufactured 
by the Lisle Mfg. Co., Clarinda, Iowa. 





High-Speed Drill 
RECENT addition to the more than 
a dozen electric drills, grinders 
and other electric tools is the % in. 
high-speed drill shown here. This drill 





operates at 2000 r.p.m. under full load. 
Even though the construction is ex- 
ceptionally sturdy, the weight is only 
534 lb. in the standard model, with the 
heavy-duty model weighing 7 lb. This 
and other electric tools put out by the 
United States Electrical Tool Co. of 
Cincinnati, are interestingly described 
in the latest catalog published by this 
company. This catalog will be sent 


| free to anyone upon request. 





Speedometer Parts 

ERVICE parts for eight well-known 

makes of speedometers are offered 
by the Swivel Joint & Shaft Co., Plym- 
outh, Ind. These parts carry the 
trade name of “A-O-K.” Such items as 
swivel joints, flexible shafts, fibre gears, 
and the like, are among the items in- 
cluded in this line. 


- | 


National Shims 

ATIONAL shims are made in sev- 

eral types, among which the unit 
type and the babbitt tip type are most 
emphasized. Both the unit type and 
the babbitt tip type are built with each 
leaf entirely separate. The group of 
leaves in each shim are held together 
at the top by a single spot of solder 
on the outer edge. This construction 
eliminates time wasted pulling ‘caves 
apart. The leaves can either be taken 
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off or put back at will without curling. 
Each set of two National shims is 
packed in a separate envelope plainly 
marked cn the outside for identification, 
and these individual envelope sets are 
packed in boxes of convenient uniform 
size for shelf and counter. Assorted 
shims for the most popular makes of 
cars are also sold in special display 
boxes. These are made by the National 
Motor Bearing Co., San Francisco, 
Calif. 





U. S. Electro Hy-Press 


Greaser 

DVANTAGES of the U. S. Electro 
Hy-Press greaser include speed, 
mobility and ease of operation. This 
machine is a product of the United 
States Ais Vompressor Co., of Cleve- 
lana, G!u0. This outfit is entirely self- 
contained as it includes its own air 
compressor as an integral part. The en- 
tire operation is electrically controlled 
from a switch located near the grease 
nozzle. Just touching an electrical con- 
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trol button starts or stops the flow of 
grease. The entire installation is 
mounted on an easy-running truck with 
three wide steel wheels and can be 
easily moved either by pulling on the 
hose or the handle. The net price of 
this equipment, complete, is $125 for 
the 110 volt, 50 or 60 cycle, single 
phase equipment, or 110 volt direct cur- 
Tent equipment. For 110 volt operation 


ra 30 or 40 cycle lines, the price is 
D. 


Manley 25-Ton Press 


HE Manley 25-ton hydraulic press 

is said to be from 15 to 20 times 
faster than a screw press of equal 
capacity. Each stroke of the pump 
moves the piston % of an in. The 
hydraulic principle greatly reduces fric- 
tional loss. It is possible with this press 
to develop 20 tons of pressure in three 
seconds with only two strokes of the 
handle. After the work is finished it is 
only necessary to turn the relief valve 
and the ram is instantly pulled away 
from the job. As in their other hy- 
draulic presses, this press includes a 
pressure gage to show how much force 
is being applied to the work. This press 





may also be had with an independent 
rack and pinion press mounted at one 
end. Quick table adjustment is made 
possible by means of a handle that 
makes it easy for one man to move the 
table to any desired position. This 
press has practically all of the con- 
veniences and advantages of the Man- 
ley 40-ton press and sells complete for 
$150. If the 3-ton rack and pinion press 
and the test centers are not wanted, the 
25-ton press alone with pressure gage, 
sells for $115. This is a product of the 
Manley Mfg. Co., York, Pa. 


Spray Gun Group No. 54 
PRAY Gun Group No. 54 is made 
up of all the essential units (ex- 
cept the air compressor) necessary for 
the one-gun automobile _ refinishing 
shop. This group is made up of the 
Kellogg Type D DeVilbiss design spray 





gun which has a graduated control of 
the spray head that regulates both the 
character and width of the spray, and 
assures proper balance between ma- 
terial and air used. Another important 
feature is a positive self-centering of 








the nozzle parts insuring absolutely 
correct mechanical alignment. The suc- 
tion feed cup is of spun aluminum with 
quick detachable cover. The Type Z 
transformer eliminates the oil, water 
and dirt that is usually found in the 
air line. It is built of hard brass and 
bronze nickel plated and is complete 
with pressure regulating valve, air 
gage and shut-off cocks. The net price 
of this complete unit is $64.30, and it is 
manufactured by the Kellogg Mfg. Co., 
of Rochester, N. Y. 





Brake Adjustment Wrench 

SPECIALLY designed wrench for 

brake adjustment purposes is 
now offered to the trade by the Billings 
& Spencer Co., of Hartford, Conn. The 
new wrench will permit proper brake 
adjustment to be made with ease and 
speed. It is a double-headed wrench 
with the heads placed at different 
angies. The angles are so figured that 
one head supplements the other; that 
is, when the turning limit with one 
head is reached it is taken up by the 
other until the complete adjustment is 
made. The heads are but 7/32 in. thick 
so as to permit effectual gripping of a 
nut, even though it may be partially 
concealed by a spring or other obstruc- 
tion. 
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The Newest in Accessories 
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Portable Traveling Case 


NEW portable traveling case is 

now being shown which has the 
capacity of a wardrobe trunk with the 
portability of an ordinary suitcase. 
Although it weighs but 35 pounds it is 
claimed to have more cubic inches of 
packing space than anything of a 
similar size. Due to its weight and 
shape it is easily carried by anyone and 
fits on a running board of an automo- 























bile. The name of this accessory is 
Tux-All and is manufactured by A. 
Fiss & Co., 3939 Olive Street, St. Louis, 
Mo. The bag is sturdily built and rein- 
forced against strain. It is offered in 
three models and retails at prices com- 
parable with other good bags. e 





Dusting and Polishing Cloth 
HE Golden Star Polish Mfg. Co., 
of Kansas City, Mo., is offering 

its dusting and polishing cloth neat- 

ly packed in boxes containing 5 one- 
yard lengths to a box, such as shown 
in illustration. The price of these boxes 








is 45 cents. The soft weave of this 
polishing cloth makes it absorb and hold 
the polish, thus making it suitable for 


use with all paste or liquid polishes. 
These cloths may be washed repeatedly 
and can be used for cleaning glass and 
reflectors without scratching the sur- 
face. 





New Radiator Cap for Fords 


NEW radiator ornament, designed 
for and harmonizing with the 





Model A Ford, is the latest product 
announced by Irving Florman Co., 153 
Lafayette Street, New York, N. Y. 





New Spring Check 

HE Weed Rubber’ Cushioned 

Spring-Check has now been an- 
nounced by the American Chain Com- 
pany of Bridgeport, Conn. This device 
does just as its name implies—it checks 
the excessive action of car springs. The 
construction of this check is extremely 
simple, it being composed of only three 
parts: the cushion of rubber, a mallea- 
ble iron housing for the cushion, and a 
U-shaped bolt, which clamps the spring- 
check against the lower end of the 


Automatic Tire Inflator 


N automatic tire inflator is a new 
accessory developed to relieve the 
driver of any worry regarding tire 
pressure. The Inflator is set to deliver 
to the tire the pressure recommended to 
be used. After the tire has been in- 














flated to this pressure, no more air will 
enter the tire, as the valve is set to take 
care of this. The illustration shows a 
wheel equipped with one of these tire 


Inflators. This device is the product 
of the Yellow Jack-It 
“= Mfg. Co., 211-222 N. 


Green St., Chicago, Ill. 
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leaves of the car spring. This spring 
check has the effect of adding a number 
of leaves to the car springs, and when 
the car strikes a bump make the springs 
stiffer, thus preventing excessive 
bounce. On smooth roads they enable 
the springs to give their full action, 
so that smooth, easy riding is the re- 
sult. These spring checks are sold in 
sets of four, the price of which is $10 
per set. 


Spray Gun 

Y means of a new gun, Kant-Rust 
may now be applied directly from 
the can to even the most inaccessible 
parts of an automobile. By means of 





air pressure developed in the can, Kant- 
Rust is squirted in a fine stream irom 
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the adjustable nozzle. It is a simple 
matter to screw a new can of Kant- 
Rust on to this gun. Kant-Rust which 
is a penetrating graphite lubricant and 
the new gun are sold by the Kant-Rust 
Products Corp., Rahway, N. J. 





Door Visor 

NEW visor with a parking mirror 
A is being manufactured by Wm. C. 
Mason, Inc., of 79 Broadway, Albany, 
N. Y. The illustration shows the mirror 
on the inside of the visor which enables 
the driver to see his distance from curb- 
stone or edge of road when parking. 
These visors are made of the same ma- 
terial as the car tops, the frame being 
spring steel with welded joints and the 
covering stitched in panels. They may 


be removed or replaced at will, and 
when removed lie perfectly flat and can 
be carried under seat cushion. 








These visors serve many other pur- 
poses, such as protecting the eyes from 
sun and glare; permit ventilation in 
storms without rain coming in, and pre- 
vent draught, and in winter prevent 
steaming windows. Price per pair, 28 
in. and under, $6; over 28 in., $7. Mir- 
ror attachment, $1.75 extra. 





Angle Blade Valve Reamer 


MOOTH, chatterless cutting is ob- 
tained in the new Keystone Valve 
Reseating Reamers as a result of plac- 
ing the cutting blades at an angle. The 
result is a shearing cut and a smooth 





Seat, 


Naturally this very considerably 
decrea 


ses the amount of lapping neces- 


sary in order to produce a perfect joint 
between valve and seat. 

These reamers are among the prod- 
ucts of the Keystone Reamer & Tool 
Co., of Millersburg, Pa. 


Hose Clamp 
HE Kramer radiator hose clamp 
is a universal clamp, fitting all 
sizes from 1 in. to 3 in. It is made of 
a soft, flexible, non-corrosive metal, % 
in. wide and of sufficiently heavy gage 
to withstand any 
pressure which may 





be put on it. The bolt holes are spaced 
about % in. apart for convenience in 
installing and adjusting. These clamps 
are made by the Trenton Auto Radiator 
Works, Trenton, N. J., and come packed 
with bolts and nuts in cartons of 50, 
at $17.50 per 1000. 


Safety Headlight Deflector 
HE Dozier Safety Deflector is a 
device which is easily clamped 

over the headlight bulb. It has a con- 

densed reflector in front which throws 
the rays from the front of the bulb 
back on the headlight reflector. It 
throws the bright light to the ground 
and ahead, and an amber light about 
waist-high, so that the approaching 
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driver has an unobstructed view of the 
road, and a clear vision of the car he 
is facing. The amber ray is said to 
pierce the fog for a much greater dis- 
tance than any other ray. The frame 





consists of one piece, which is made of 
nickel silver. This Safety Headlight 
Deflector is made by the Dozier Engi- 
neering Corp., of Norfolk, Va., and 
retails for $3.59. 


New Cigar Lighter 


NEW cigar lighter, the “Hot-Hed,” 
Ais now being distributed by the 
North East Service, Inc. 

A simple clamp arrangement makes 
it possible to mount the “Hot-Hed” on 
the dash without boring any holes. It 
has no reels or cables, and the head, 
with the heater element, is removable, 
snapping off and on like a glove fast- 
ener. Merely depressing the head 





makes contact and the lighter quickly 
heats up to a glow that lasts long 
enough to light three or four cigarettes. 


onsale a 


Among the features of this lighter 
are the depressed contacts which pre- 
vent burning the hands; the design of 
the removable head which keeps the 
case cool; arrangement of the lighter 
so that no parts extend below the dash. 
The “Hot-Hed” is finished in black and 
nickel which harmonizes with any car 
finish. It retails for $2 and is made by 
the North East Electric Co. of Ro- 
chester, N. Y. 





Protex-A-Car License 
Fasteners 

HESE license fas- 

teners are so made 
as to securely fasten 
the license plates to the 
car and at the same 
time protect against 
faulty parking lights. 
Inserted in the head of 
each screw is a prism 
jewel reflector which 
flashes a warning to 
approaching cars—red 
for the rear plates and 
green for the front. The 
Protex-A-Car fasteners 
are 45 cents a pair and are made by 
the Protex-A-Motor Co., Pittston, Pa. 
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Questions Answered By (. Edward ‘Packer 





Stopping a Rear Bearing Oil 
Leak 


Please tell me the sure way to stop a rear 
main bearing oil leak on a six-cylinder Buick 
made in 1924. The car has been throwing oil 
at this bearing, and it seems to me as if it 
just can’t be stopped. The bearing has been 
drilled, grooved and worked on in all ways, 
but still the thing leaks oil. How would it 
be to pack the oil groove tight with some kind 
of packing?—L. Rudolph, Rudolph’s Motor 
Service, Courtenay, N. D. 


= order to eliminate leakage at the 
rear main bearing of this car, it will 
be necessary for you to install a special 
oil pan, or lower half of the crankcase. 
Do not under any circumstances con- 
sider putting packing in the oil groove 
of the rear main bearing. 

This special oil pan extends back 
past the rear main bearing. The oil 
groove or oil slinger trough at the rear 
of the rear main bearing should be 
sawed off entirely. This will permit the 
oil to flow freely out of the back of the 
bearing. The special oil pan extends 
into the flywheel housing and will catch 
any oil that comes from the rear main 
bearing. In order to make this pan 
enter the flywheel housing, it is neces- 
sary to cut out this housing somewhat. 
Hold the pan in place, mark the hous- 
ing and then cut. You can order this 
special pan through any regular Buick 
dealer. The pan comes complete with 
special gaskets. 

If the oil measuring stick in the car 
that you are working on is mounted in 
the upper half of the crankcase, your 
problem is simplified. However, if it is 
mounted in the oil pan, it will be neces- 
sary to rivet and then solder the old 
oil stick tube onto the new oil pan. 





Model A R.P.M.'s at 
60 M.P.A. 


I would like to have you explain to me 
how many revolutions a minute the new Model 
A Ford turns when the car is going 60 m.p.h. 
I have had arguments about this and I’d like 
to know how to figure this out. Your answer 
will be greatly appreciated.—M. Wilson, Wil- 
son’s Garage, Galva, Iowa. 


Au L the information necessary for 
figuring out your question is found 
in the specification tables, which are a 
feature of Motor AGE each week. Due 
to slight variation in tire construction 
and slippage between the tire and road, 
it is impossible to be absolutely ac- 
curate in these calculations, but the 


following information will be sufficient 


to settle all arguments. 


The first thing to do is to take the 
tire diameter which, in this case, is 
30 in. or 2% ft., and multiply it by 
3.1416. Multiplying by that number 
gives the circumference or distance 
around the tire, which is the distance 
the car moves in one revolution of the 
rear wheel. As there are 5280 ft. in a 
mile, we divide that number by 7.85, 
which is what we found to be the dis- 
tance travelled by the car in one revolu- 
tion of the wheel. This gives us the 
number, 673, which is the number of 
wheel turns per mile. The 673 turns 
per mile multiplied by 3.7, which is the 
rear axle ratio of the Ford, gives us 
2490 engine revolutions per mile. As 
the car is travelling a mile a minute, 
this figure of 2490 is also the r.p.m. 
of your engine. 

Of course this method of calculating 
can be used on any car. 








SHOP KINKS 
Meas that have proved useful 


HEN trying to start 

a nut or a cotter pin 
in an inaccessible place, 
I find it handy to use long- 
nose pliers. In order to 
be sure to keep the jaws 
from opening accidentally 
and dropping the part, I 
place a heavy rubber band 
such as one can cut from 
an old inner tube around 
the handles. This just 
takes a second, but it’s a 
whole lot better than tak- 
ing a chance and probably 
having to fish the nut or 
cotter pin up out of the 
pan.—S. E. Bryant, Willa- 
mina, Ore. 





Readers of Motor AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 


will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 




















Probably Needs Three 
Pistons 


We have in our community a Chrysler 52 
that has gone about 3000 miles and has de- 
veloped a peculiar tapping sound. 

I think that the cause of this was that the 
owner ran the car with the oil pump stopped. 
The owner, not knowing that the oil pump 
controlled the gasoline flow, thought his gas 
line was plugged, and so in order to get to 
town he drained the gas out of the tank, 
poured it into the vacuum tank and ran into 
town that way. 

I started his oil circulating and told him 
not to run his car again by putting gasoline 
into the vacuum tank when it had cut off the 
flow to protect the engine. 

It was shortly after this experience that this 
tapping sound developed. When the engine is 
warm you can scarcely hear it, but the owner 
says that when the engine is cold it is quite 
loud. I advised him to take it to tne dealer 
from whom he bought it, and he did. They 
took it all down and found the front piston 
pretty well scored, but not the cylinder, and 
the main bearings were run a little. They 
replaced the front bearing and cleaned the oil 
grooves on the others. The owner went after 
his car last week thinking it was in A-l shape 
but he says the tap is still there. I didn’t see 
the car when it was down, but don’t you think 
that the cylinder might be scored a little? If 
you could give me any information in regard 
to what this might be, it would surely be ap- 
preciated because I think I am going to have 
to try and locate this sound.—Iowa Reader. 


= is entirely probable that all pistons 
were scored and should have been 
replaced when the engine was opened 
up. Running: the engine without the 
oil circulating would be as likely to 
cause trouble in cylinders 2, 3 and 4 
as it would in No. 1. While these pis- 
tons are originally set up to a clear- 
ance of .0015 to .002 in. when new, it 
would be perfectly all right when you 
are checking this car to O.K. it if the 
clearance does not exceed .005 or .006 
in. We doubt very much if the cylinder 
walls are damaged, for with Lynite 
pistons it is very unusual to score the 
walls. 


Clogged Breather Causes Oil 
Leaks 


I have a 1927 Essex coupe which has leaked 
oil from the rear main bearings ever since I 
had it, and now at 9000 miles I want some ad- 
vice. I use a quart of heavy oil about each 
125 miles, and after a trip of 40 or 50 miles ! 
see oil dripping from the flywheel pan. I talked 
with the local Hudson-Essex mechanics and 
they are experiencing no trouble of this kind. 
In fact, I worked in the shop with them until 
about a year ago. This is my personal car, 
and I have had the bearing down and tried tak 
ing two thin shims out of it but it made it 
too tight. The candle-wick packing is O.K. 
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—_ {READERS’ CLEARING HOUSE} 


and the oil-return drain is clean. What must 
I do to eliminate this leakP—C. L. Condit, 
Griffin, Ga. 


HERE are three possible causes for 

oil leakage at the main bearings. 
They are loose bearing, clogged oil- 
return drain or an obstruction in 
the breather. You have evidently seen 
to it that the rear main bearing is suffi- 
ciently tight and that the return drain 
is absolutely open. That being the case 
we conclude that an obstruction in the 
breather is causing pressure in the 
crankcase. The piston action plus the 
blow-by will quickly develop pressure 
in the crankcase where the breather is 
clogged. This would result in blowing 
oil from the rear main bearing, as it is 
improbable that the drain would be 
able to take care of the overflow from 
it. This would be particularly notice- 
able after a trip such as you mention. 





Oil Filter Connection on 
Buick Four 


I would appreciate it very much if you 
would tell me where I could connect into the 
oil line of a 1923 four-cylinder, Model 34 
Buick to install an oil filter.—Joseph Saelens, 
460 Rogers St., West Allis, Wis. 


N order to install your oil filter it 
will be necessary to cut a line to the 
oil gage. Key must be installed and the 
oil run through the filter. From the 
outlet of the filter it will be necessary 


to connect a copper tube with the crank- 
case. 


Full-Floating Axle on Dodge 


Please let me know if Dodge Brothers ever 
put out a full-floating rear end, and if so 


- when?—Pasquale Fonzo, 58 Oak St., Mt. 
Vernon, N. Y. 


[)ODGE cars produced prior to May, 
1922, were equipped with full- 
floating rear axles. 








Taming a Temperamental 
Oil Pump 


Will you please try to help me on the fol- 
lowing problem? We have a Willys-Knight 
1920 model with oiling trouble. I have not 
worked on this car myself, but this trouble 
has been reported to me. The owner says that 
the oil pump never entirely refuses to pump, 
but sometimes will not start for two miles 
and then again it starts pumping right away. 
He says that it stops pumping the same way 
and that a change of oil always causes trouble. 
The bearings in this engine have been checked 
and also the oil lines have been tested at dif- 
ferent times. It has had a new pump installed 
but this did not remedy the trouble. The car 
has been checked at a large Willys-Knight 
service station, but with no results. The 
Owner always uses the recommended grade of 
ol. Your Suggestions will be greatly appreci- 
ated.—_ Nebraska Subscriber. 


N order to give you a perfect picture 


of this lubricating system, we are 
owing a cross-sectional view with the 
— parts indicated. Conditions 
ree he cause the trouble that you 
vt ‘ving are partially clogged oil 
; een or strainer (See No. 20) or a 
rack in the oil pump suction pipe 
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1. Sliding Sleeves 

2. Baffle Plate 

3. Oil Lead to Connecting Rod Bearing 

4. Crankshaft 

5. Oil Lead through Crankshaft to 
Connecting Rod Bearing 

6. Oil Line to Oil Relief Valve 

7. Oil Reservoir 

8. Oil Pressure Gauge 

9. Oil Seat over Sleeves 

10. Oil F 








——F 13 


11. Oil Level Gauge 

12. Pump Plunger Arm Operating on 
Eccentric Shaft 

13. Oil Relief Valve Control Lever 

14. Oil Relief Valve Spring 

15. Oil Relief Valve Seat 

16. Oil Pump 

17. Oil Pump Discharge Line 

18. Oil Pump Suction Pipe 

19. Oil Gauge Float 

20. Oil Strainer 











(See No. 18). As you know, the oil is 
circulated by a plunger pump which is 
located above the oil level. Naturally 
it is much easier for the pump to suck 
air than to draw up oil, and any crack 
in the suction line will result in the fail- 
ure of the pump. In testing oil lines 
the test is usually made on the pressure 
side from the pump and the suction 
side is frequently overlooked. That is 
why we are making this suggestion. 

Another possibility is weakness in 
the oil release valve spring (See No. 
14). Of course, if the eccentric which 
controls the pressure by by-passing ex- 
cess oil at high speed (See No. 13) is 
not functioning properly, it may be that 
the pump is working but that an excess 
of oil is by-passed at low speed, with 
the resulting drop in pressure. 


The fact that this car has operated 
now for approximately 8 years in this 
condition leads us to believe that this 
may not be so very serious, but at the 
same time we hope that the suggestions 
given will assist you in clearing up this 
problem. 





Chevrolet Bodies Are 
Interchangeable 


I have a 1926 Chevrolet roadster and would 
like to know if I can put a 1926 Chevrolet 
coach body on this chassis instead. Would it 
fit all right and are there any changes that I 
would have to make to do this P—Gust Rieser, 
6106 Drexel Ave., Chicago, III. 


"TBE bodies are entirely interchange- 
able and you will have to make no 
alterations whatsoever. 








48 





How Much Drag to a Ford 
Generator? 


Do you have any data on power consumed 
by the Ford generator and magneto? Will the 
Ford oiling system work if the magneto coil is 
removed? Would removing the magneto give 
more speed ?—Winfred Garage, Winfred, S. D. 


S it takes about a % hp. electric 
motor to pull the Ford generator 
to capacity, you will appreciate that 
the generator imposes some load on the 
Ford engine. Of course the actual set- 
ting of the generator on the car is 
rarely at its maximum, and naturally 
the resultant load is considerably be- 
low % hp. In fact, some very success- 
ful test stands on the market use elec- 
tric motors with only % hp., but these 
are not capable of running the Ford 
generator to capacity. 

For temporary bursts of speed where 
everything counts we would suggest 
that you raise the third brush of the 
Ford generator and thus make it in- 
operative. At other times you can, of 
course, put the brush back and the 
generator will then function normally. 

The Ford oiling system will work 
satisfactorily with the magneto coil re- 
moved. You will probably get a little 
more speed with the magnets removed 
from the flywheel but we would sug- 
gest that, unless you install a special 
oiling system, you put two magnet 
spools on each magnet support screw 
in order to circulate the oil. 





New Chevrolet Head Un- 
suited for Older Cars 


I would like to know if the 1928 model, 
two-port cylinder head of the Chevrolet can 
be fitted to the 1926 and 1927 model blocks. 
Also, is the new piston pin the same size, 
and is it mounted farther down in the pis- 
ton on the new model than in the old one P— 
Cc. L. Miller, Kimball, S. Dak. 


we it is possible to install the 
1928 model Chevrolet head on the 
earlier cars, it is not worth while to 
attempt it. Too many changes would 
have to be made to make this alteration 
worth while. The piston pins are the 
same size. To increase the compression 
of the new engine, the piston pin is 
mounted a little lower in the piston in 
the newest cars. 





More Speed for Auburn 


We have a customer who has an Auburn- 
8-77, 1927 roadster with a gear ratio of 4.7 
to 1. This was originally equipped with 29 
by 5.25 tires which were later replaced with 
31 by 6 tires. This car will normally travel 
70 m.p.h. when wide open. By placing approxi- 
mately 1000 lb. of steel slugs in the rear com- 
partment, the speed was increased four or 
five miles per hour. Everything is adjusted 
properly and the engine is kept in A-l con- 
dition at all times. If we install a ring gear 
and pinion of special ratio will this increase 
the speed of the car and will this engine be 
able to handle a special ratio? If so, what 
gear ratio should be used and what increase 


in speed should result? The owner would like 
this car to be able to do 80 or 85 miles an 
hour if necessary.—R. F. Ryan, 751 N. Bolton 
Ave., Indianapolis, Ind. 


E feel quite certain that you can 

get probably 80 miles an hour out 
of this car if you will install a 4 to 1 
gear ratio. We would not recommend 
going any lower than that for the rea- 
son that it will kill acceleration and 
may possibly even reduce the top speed 
of the car. You will get much better 
acceleration with this car if you will 
remove the 1000 lb. of steel slugs from 
the rear of it and pull your shock ab- 
sorbers down hard. We conclude that 
you put in the extra weight in order to 
make the car hold the road, but are 
sure that you can accomplish the same 
thing by tightening down on your shock 
absorbers. 





Specification 20 Oil 


I would like to know if you are able to 
give me specification No. 20 of the Society 
of Automotive Engineers on lubricating oil.— 
Fred Tomasek, Buckholts, Texas. 


S A. E. crankcase lubricating oil speci- 
e fication No. 20 calls for a Saybolt 
viscosity range of 120 to 150 seconds at 
130 deg. F. 





A Super Puddle Jumper 


I have a customer here who is a mailman 
and he has some very bad roads to travel in 
the spring of the year, and he is planning on 
taking a Ford truck hind-end and having it 
shortened so that it will go in his Ford touring 
car with extra shift. Could you give me any 
information on this kind of an installation? 
That is, would it work out satisfactorily, and 
would it have plenty of power to pull through 
the mud holes, and what size tires would you 
recommend for this? Any information you can 
give will be much appreciated.—A. H. Krum- 
viede Oil Co., Preston, Iowa. 


|= is no doubt but the job that 
you are planning for your customer 
who has the mail route will be infinitely 
better than his previous regular Ford 
touring car. In the first place, the 
truck rear axle will give him a great 
advantage in gear ratio, and in the 
second place the extra shift will even 
improve on that. In addition, the large 
tires will have better traction than the 
regular Ford tires. We would suggest 
that you use regular truck tires on this 
job. Of course the riding qualities may 
not be quite as good as would other- 
wise be the case, but there is no doubt 





Car B.H.P. R.P.M. 
Chrysler 52......... 38 2800 
Dodge 124.......... = eer 
meee I96.......... 

Essex Super 6...... a sats 
Ford Model T....... 20 1600 
Ford Model A...... 40 2200 
Nash Std. 6........ 45 2600 
Oldsmobile ......... 55 2700 
ee 32 2800 
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that this job will be very serviceable in 
getting through bad roads. Even at 
that, however, we would not guarantee 
that it would not get stuck under cer- 
tain conditions. We once had an op- 
portunity to see a job very similar to 
what you have evidently planned, this 
was being used for commercial towing 
and it had probably more power than 
anything of like size on four wheels. 





Preventing Freezing of the 
Oil Strainer 


We have also had trouble with the oil 
strainer in this car and also in a Dodge freez- 
ing up. What can be done to rectify this ?P— 
R. H. Oliphant, Petersburg, Ind. 


WP SEQUENT draining of the oil will 
carry off any water that may form 
in the crankcase. Another way to pre- 
vent freezing is to put in about a half 
teacup full of denatured alcohol. This 
will settle into the water that has ac- 
cumulated in the crankcase and prevent 
it from freezing. However, it is much 
better to drain at sufficiently frequent 
intervals so as to prevent water from 
accumulating. 





It’s All in the Tables 


On the attached list of cars, will you kindly 
give me the brake horsepower and the speed 
at which this horsepower is obtained? I! 
should also like to know the number of revo- 
lutions that each one of these engines will 
make in going one mile.—Edward S. Stadig, 
Pres., Stading-Smith Co., Inc., Opheim, Mont. 


R* referring to the _ specification 
table in the Jan. 5 issue of MOTOR 
AGE you could have obtained practical- 
ly all of the information that you wish. 
We are very glad, however, to repeat 
this for you, and to make the slight 
calculations necessary in order to give 
the engine revolutions per mile, which 
is obtained when the wheel diameter 
and rear axle ratio is known. 

Wheel revolutions per mile are as 
follows: 


28 in. diameter—721 revolutions 
29 in. diameter—696 revolutions 
30 in. diameter—672 revolutions 
31 in. diameter—650 revolutions 


It will be recognized, of course, that 
the slippage between the tire and the 
road will influence these figures slight- 
ly, but the figures as given are ap- 
proximately correct. 

Following is the information that 
you wanted: 


Ratio Per Mile 

Wheel Diam. Real Axle Engine Rev. 
29 in. 4.7 3271 
31 in. 4.17 2710 
29 in. 3.76 2616 
30 in. 5.4 - 3628 
30 in. 3.7/11 2443 
30 in. 3.7 2486 
30 in 4.77 3205 
28 in 4.81 34638 
28 in 4.89 35295 


Unfortunately, we do not have the brake hp. or maximum r.p.m. on the 


Dodge or Essex cars. 
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| AVING noticed your answers to legal 
queries, we would like to ask you 
| another. 

In the course of our business we rented 
| cars to one S. of this city. Late on the 
| night of Aug. 6 last one of our cars oper- 
| ated by him collided with a car owned and 
| operated by M. W. of New York City on 
| an ordinary curve near a river in Con- 

necticut, both cars going through a_ fence 
| into the river. Our driver and a friend 
| escaped from the front seat, a drowned man 

being taken from the rear. The people in 
| the other car, three men and two women, 
| all got out and, making shore, left without 
| a word to anyone. Other cars happened 
| along and the cars in the water were re- 
| moved later. 
| The coroner began an inquest which lasted 
several months. Our driver testified that he 
did not know the drowned man, having picked 
him up on the road a short time previous. 
The New York people were all examined at 
the preliminary hearing. ‘ 

The State Police soon learned that not 
only was the deceased an acquaintance but 
that there evidently was another man in the 
river, and going with our driver recovered 
the body. All four had started out together. 
Our driver had changed his story and his 
friend had followed suit. 

Everything was regular about our car. 
Theirs had a cocked lens, one turned in its 
rim on the right side, the left side having 
been broken. Their driver testified it was 
plain glass and it was so conceded. The original 
equipment was a patented reflector which was 
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ENTING a ear relieves the owner 

of liability for damages caused by 
the customer in operating the car, pro- 
viding the owner has used ordinary care 
in renting to one of ordinary ability in 
operating the car, and not known to be 
a careless driver. 


If this “our driver” was not in your 
employ, or, if so, and was not on an 
errand for you at the time of accident, 
then you should not be held liable for 
the damages caused by the driver. 

If both drivers of automobiles were 
negligent, resulting in the accident, 
then neither can recover from the other. 
But the injured passengers may have 
a case for damages against the respec- 
tive drivers and their principals. 

Violation of a law is not negligence 
unless it can be shown that the viola- 
tion caused or contributed to the 
damages. If the cocked lens caused or 
contributed to the accident, then that 
car’s owner and driver were negligent, 
and if your driver was also negligent, 
neither may recover from the other, as 
each is guilty of contributory negli- 
gence, which is a complete defense 
against a suit for damages. 

The fact that your car was 1% ft. on 
the wrong side does not prove negli- 
fence on your driver’s part. The other 
car had plenty of room to pass without 
the collision. 

Other facts and circumstances must 
be considered to show negligence of 
your driver, as the fact of being over 
the middle line of the road is not of 


Answers by Wellington Gustin 


off the approved list both here and New 
York before last year, being superseded by 
another of a similar name. This type re- 
flector is legal with plain glass only as that 
is the only way they have been approved. 
A cocked lens doesn’t comply as it is not 
properly adjusted. Our car was about 1! ft. 
on its wrong side. The macadam here is 
about 18 ft. wide, there being about 4 ft. 
of dirt on either side. 

Our driver was held criminally respon- 
sible. He later pleaded guilty in considera- 
tion of a comparatively light fine. The other 
driver’s right to operate has been suspended 
indefinitely in this state. No evidence of 
excessive speed was submitted. 

The New York people are looking for a 
settlement from us, we being insured for 
personal injuries or death only. As owners 
of a rented vehicle we are responsible for 
damage caused by its operation. Our lawyer 
informed us that unless we could prove their 
lights the “‘proximate cause of the accident,”’ 
we would have to pay, but lately we raised 
the contention that M. W. couldn't collect 
although his passengers might. 

This contention is based on Sec. 61 Chapt. 
195, P. A. 1925, which says, in part: ‘“‘No 
recovery shall be had in the courts of this 
state by the owner of a motor vehicle which 
has not been legally registered in accord- 
ance with Section 9 for injury to person or 
property received by reason of the opera- 
tion of such motor vehicle on any public 
highway unless such motor vehicle is the 
property of a non-resident and is_ within 
the provisions of Sec, 17 of this act,” 


itself sufficient. He may have been 
innocent of the charge. 

You do not state a rule of law when 
you say “as owners of a rented vehicle, 
we are responsible for damages caused 
by its operation.” 

Now if you rented the car and fur- 
nished the driver, you might be respon- 
sible, but where you rent to a man for 
his own use, he furnishing the driver, 
you are relieved of responsibility for 
its operation. 

Regarding the statute you quote, it 
seems clear that a non-resident must 
comply else the courts are closed to 
him. 

But wherein does not the non-resident 
comply? The fact that one lens was 
“cocked” would not matter in this re- 
gard, as I view it. 

Remember that the violation of a 
law is not negligence, unless made so 
by statute, or is the proximate cause 
of the accident. 

Section 18 of the act quoted, as set 
out by you does not apply to non- 
resident, for the state cannot reach out 
into another state and determine its 
requirements for securing registration 
and license. 

If I understand your statement of 
facts to be that one light nearest your 
driver was out, and the opposite light 
was turned by lens to fool the driver, 
then I can see how your driver may be 
innocent of negligence. 

The statutory law in your state as 
quoted by you is in conflict with the 


(~ 


This section says in part “‘provided such 
non-resident shall have complied with the 
laws of the country or state in which he 
resided relating to the registration of motor 
vehicles and the operation thereof—’’ and 
further, ‘‘and such non-resident shall con- 
form to all the requirements of the laws of 
this state regarding equipment marking and 
control of motor vehicles in the same man- 
ner as if such motor vehicle were registered 
in this state—.’’ 

Hasn't the issue been decided by a pre- 
vious case? Or, what is your opinion? 
Does Sec. 18 of the aforesaid act include 
non-residents ? This says also in _ part: 
“Any motor vehicle registration certificate 
or operator’s license issued upon any material 
false statement of fact shall be void from 
the date of its issue and shall be surrendered 
with any number plates to the commissioner 
on demand therefor.” 

We may also be able to show by the 


coroner's record that their brakes were 
inadequate. ; 
To us their lights were the _ principal 


factor in the cause of the accident, of which 
there are several, but as someone said ‘“‘How 
are you going to prove it?” 

Can you tell us where we are “at,’’ as we 
are beginning to think the same instructions 
apply to reading motor vehicle laws as for 
the reading of some documents—‘read ’em 
and know nothing.”’ 

The New York people were Russians 
going to a camp not far from the scene of 
the accident and 13 miles from here.—Martin 


M. Collins, 


Danbury, Conn. 








f 
common law of negligence on the point. 
Where the statute is in conflict with 
an existing law the policy of courts is 
to uphold the statute, reading an in- 
tent on the part of the legislature to 
supersede the old law. But, as your 
attorney informs you, the question is 
not final until passed upon by the court. 

I have not seen your statutory law, 

some sections of which you have quoted, 
but unless you have a compulsory in- 
surance law and other compensating 
benefits, I would be inclined to combat 
and test the statute which makes you 
an insurer of the lives and property of 
others injured by no negligence of your 
cwn. 
The question of lights which you 
present is one of the facts, and on that 
your opinion is as good as mine. Your 
attorney, having all the facts, can best 
answer you. 

You set up facts which bar the ac- 
tion, to your own satisfaction, all of 
which your attorney must present to 
the court with his persuasive powers 
for the court’s judgment. 

Your attorney, doubtless, will put up 
several defenses; including your claims 
to bar the action for lack of compliance 
with the law, and to defeat the action 
by claim of contributory negligence. 

You have set out, in part, no doubt, 
your defenses. Not having the Con- 
necticut statutes before me, regret that 
I eannot go over these, but can assure 
you that your local counsel has advised 
you correctly and fully as far as court 
decisions permit. 








The Prices Alone Are Worth 
the Price 
GLON, W. VA.—I have been a 
reader of Motor AGE for two 
years and would not be without the 
paper. I like to read the new car 
prices and the electrical data you pub- 
lish.—J. J. R. 
More Than Just Another 
Magazine 
ORTLAND, N. Y.—We find Mo- 
TOR AGE interesting, educational, 
instructive and more than “just an- 
other magazine.”—R. E. Allen & Son. 





A Ray of Sunshine from Sunny 
Spain 
EUS, SPAIN—We have gotten as 
much used to Motor AGE as to 
our typical sunshine, and we miss it 
greatly when it fails to show in time.— 
Alfonso Guell. 





What a Wonderful Help We 
Can Be 
PRINGFIELD, ILL.—Moror AGE 
is a wonderful magazine and a 
great help to me.—L. J. Ostermeier. 





A Help in Need is a Help in Deed 
ISTER BAY, WIS.—I have found 
Motor AGE of great help in many 
ways all the years I have had it.—E. 
R. tsaacson. 





Eat and Grow Prosperous 

CRANTON, PA.—I have been a 

reader of your magazine for over 
if years and devour every copy with 
much profit and interest.—Jos. J. Curt. 





Another Friend 
YJ EBANON, OHIO—I would also like 


more racing rope.—Cedric Mul- 
ford. 





He Clears Clearing House 
YLIE, MINN.—The Readers’ 


Clearing House goes first with 
me.—Paul Smidesang. 











ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Motor AGE or 
reads it over your shoulder. 























Others Have Said So, But Now 
It’s Gospel 

RION, ILL.—A friend in England 

wrote the other day asking me 

which was the best motor magazine in 

America. I answered MoTor AGE. 








Find check enclosed for his subscrip- 
tion.—Rev. Frank Marston. 





Add Satisfied Customers 
TOCKETT, MONT.—I have been 
S very well satisfied with Motor AGE 
the last three years.—Andy Yuhas. 





We are Victorious at Waterloo 

ATERLOO, IOWA—I like Mo- 

TOR AGE fine and dandy.—Nick 
Philipcheek. 








Live, Enjoy and Learn 
PIRIT LAKE, IOWA—I enjoy and 
learn from each article in the 
Motor AGE.—A. C. Butterfield. 


We Hate to Brag, But— 
A GRANGE, MO.—I find MorTor 
AGE so reliable.-—C. H. Hoskins. 




















Who Says There is No 
Constancy? 

YRONZA, ARK.—We have been 

constant readers of Motor AGE 
for several years and do not believe 
there is a better automobile magazine 
published. We enjoy the _ Readers’ 
Clearing House very much and get a 
lot of new and useful ideas from it.— 
Higgins & McDougal. 





The Favored One of a 
Favorite Son 
ANTA MONICA, CALIF.—I want 
to say how much I enjoy the ar- 
ticles and helpful charts and things I 
find in your magazine.—Blanchard N. 
Hough. 





And Makes Every Week a 
Merry One 
AVIS, ILL.—MotTor AGE was a 
genuine Christmas gift to me.— 
Leland Lestikow. 





Appreciation and an Idea 

AN JOSE, CALIF.—I _ received 

much benefit from C. E. Packer’s 
articles. In the near future could he 
write articles about abnormal noises in 
Knight motors, L-head motors and 
“valve-in-head” motors? These motors 
differ in many ways. I am sure such 
articles would help mechanics.—Richard 
M. Jansen. 





Thank You for the Thanks 
ANBURY, CONN.—We wish to 
thank Wellington Gustin, legal 

editor, very much for the valuable in- 
formation received in answer to our 
recent inquiries.—Collins Auto Co. 





An 18-Carat Gem 
AZLETON, PA.—With me Motor 
AGE is 18-carat through and 
through.—B. Cook. 





The Fondest He is Of! 

ASTON, IND.— We have taken 

the Motor AGE for several years 
and are very fond of it.—C. C. Rector. 











March ay 1928 D1 


Prices, Weights and Equipment of Current Passenger Car Models 
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CADILLAC ‘‘341” “> | DURANT 
“Fisher” 2-4p. Sp. Rdstr...| 1595} 2|3005|aeghmnrwx **55” 
2-4p. Roadster. . .|$3350] 2/4590|aeghImnprx || 4p. Coupe....... 1595) 2|3160|aghmnrux —  ) er $795). .|....Jah 
N O cha n ge S in 5p. Phaeton...... 3450] 4/4640laeghilmnprx || 2-4p. Coupe.. .... 1545] 2/3130|aghmarx 5p. Sedan........ 795| 2)... Jah 
5p. Sp. Phaeton. .| 3950] 4/5125|Beghiklmnp |] 5p. Roy. Sedan.. .| 1595] 4/3235)aghmortx 5p. Brougham....} 895) 4)..../ah 
. , - y — °— ) rere : ote. mag oan 
M + 7p. Touring...... 345 4630/aeghIlmnprx -4p.Con’t Coupe.| 1 aghmnrx 65” 
Prices or Specifi 2-4p. Coupe... ... 3295] 2/4820laeghlmnprx |] 5p. Crown Sedan.} 1795) 4/3235)aghmnrtx 5p. Touring... ... 795} 4|..../aghmn 
tay om Coupe = : ae aaapeeners ... Town Cab... .] 3595). .].... + >. pate. be - ae Beghkue 
‘ 5p. Coupe....... 3495] 2/4760laeghImnortx -4p. Collap. Cab. ...-/aghmn 
cations have been Sp. Sedan........ 3595] 4/4880) aeghIlmnprtx Imp. ‘‘80” 2-4p. Coupe... ... 975| 2]... .jaghmn 
5p. Town Sedan. .| 3395} 4/4875|aeghilmnprux|} 2-4p. Roadster. ..| 2795) 3]....jaeghlmnrwx || 5p. Sedan........ 975} 2)... .Jaghmn 
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Car Manufactur 7p. Imperial Cab.| 3895} 4/5025|aeghImnprtx , 5p. Sedan........ 1385} 4)... .j/aghmn 
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1 “Fleetwood” 
ers d urin 2 th e 5p. Sedan........ 4095} 4/4995|aeghImnprtx || CUNNINGHAM 
5p. Sedan Cab. ..} 4995) 4/4995)aeghImnprtx “V-7” 
on ast week 7p. Sedan.. _.. 4195} 4|5080jaeghImnprtx |] 7p. Touring...... $6650} 4/4600) Ceghjklmnp 
ie p ° 7p. Sedan Cab... .| 4195} 41500 aeghimnprtx rsx 
GE 5p. Imperial ....} 4245] 4/5035{aeghlmnprtx |] 4p. Sp. Touring. | 6150) 4/4500)CeghjkImnp |} ELCAR 
ve 5p. Imperial Cab | 4245) 4/5035/aeghimnprtx rsx “*6-70” 
7p. Imperial 4445) 4|5135|aeghlmnprtx |] 4p. Coupe....... 7600} 2/4700)Ceghjxlmnp |} 4p. Roadster... .. $1295) 2/2580/ahnr 
ne 7p. Imperial Cab | 4445] 4|5135]aeghlmnprtx rtx 5-7p. Touring... .| 1295]. .}....Jahnr 
y . .TownCabCon |} 5000; 4 aeghimnprtx || 6p. Limousine....| 8100) 4/5000|\Cegnjkimnp |} 4p. Brougham... ..| 1295} 2 2670\ahnr 
rs _..TownCabCon.} 5500) 4 aeghimnoprtx rtx 5p. Sedan........ 1295) 4/2750jahnor 
4 1 ...LimBro’mCon} 5500) 4 aeghimnprtx 
**8.78” Std. 
_ DAVIS ‘‘99” 2-4p. Roadster. ..| 1395] 2]... .jahnr 
4p. Polo Rdster_ .|$1885| 2|3095)aeghmnr 5p. Touring...... 1395}. .]....Jabnor 
CHANDLER 5p. Touring...... 1885} 4/3125|aeghimnrs 2-4p. Coupe... ... 1395} 2)... . labor 
“Big Six” 4p. Coupe....... 1885} 2)3145|aeghmor 5p. Sedan........ 1395} 4)... .Jahnr 
soca 7p. Touring. $1725) 4/33A0/ahjmow 5p. Emp. Sedan. .| 1885) 4/3275|aeghmnort 
bo 5p. Met. Sedan.. | 1525] 4/3570jahmnt **8.78 Royal” 
Passengers ae ee 4p Coupe. 1725} 2] .. Jabmnot 4p. Roadster... .. 1495]. .}....|aeghmnor 
an o.2/s|25 Standard || 3p Ctrv Club . | 1725} 2 labmnot 5p. Touring......| 1495]..]..../aeghmnor 
Model ealolse Equipment 7p. Sedan.. _.| 1925] 4/3895jahmnopt DIANA “St. 8” 4p. Coupe....... 1495). .|... .|aeghmnor 
ant 5p. Royal Sedan..| 1725] 4/3800)2hmnoptx 5p. Phaeton... .. .|$1695} 4/3100)agmn 5p. Sedan........ 1495]. .|... ./aeghmnor 
; 3-5p Cabriolet .| 1825] 2|3450/ahmn 5p. Roy. Roadster} 1795} 2}2995|agmnw 
ar- 5p. P.B. Rdstr...| 1895} 2/2995|Bgmnw **8.82” 
s J ‘Spec. 6” 5p. Cab. Rdstr...| 1995) 2)3160j|aghmn 5-7p. Touring. ...| 1695). .}....j/aeghnor 
5p. Touring... ..| 995] 4/29575jabn 5p. Collap. Rastr 2195) 2|3160jaghmnr 2-4p. Roadster. ..| 1695} 2]... .j/aeghmnor 
N. Sp. Sedam........ 995) 4)2810/ahn 5p. 4d. Sedan | 4|3275|aghmnot 4p. Coupe..... _.| 1695} 2]... ./aeghmnor 
- > ' 5p. 2d. Sedan. ...| 1795} 2|3170/aghimno 5p. Prin. Sedan...| 1895) 4]... .jaeghmnoprux 
“76” “Spec. In. 6” 
2-4p. Roadster. . .}$1195)..]....jaeghmnprw || 5p Touring ...| 1085) 4/2575jahn **8.91” 
Sp. Touring......]...-. ..]....J/aeghmnprw 3-5p. Roadster . 1155] 2/2470/abnw 2-4p. Roadster. ..} 1995). .|....jaeghmnoprx 

A ..Cabriolet.....]..... ..]..../aeghmnpru 5p. Sp. Touring .} 1165) 4/2720jahnw DODGE BROS. 4p. Coupe....... 2295). .|..../aeghmnoprux 
bp. Sp. Sedan....] 1295]. .|..../aeghimnpru |} 3-5p. Cabriolet... | 1215} 2/2705jahn a 5p. Prin. Bro’m...| 2295] 4]... ./aeghmnopr 
bp. Sedan........ 1395}. .|....Jaeghjmnpru || 3p. Coupe. ... 1055] 2/2675jahn 5p. Touring.. ...| $795) 4/2581)Ar ux 

“88” 5p. Sedan.. 1085} 4/2830jahn 2p. Roadster.....] 795) 2/2454/Ar 5p. Prin. Sedan.. .}| 2295} 4]... ./aeghmnopr 

3 a 2-4p. Roadster. ..} 1495]. .]..../aeghmnprw 5p. Del.. Sedan. | 1155] 4/9920labn 2p. Sp. Roadster..| 845} 2/2530) Der ux 

‘Speedster.....} 1695}..]....Jaeghmnprw 3-5p. Coupe... . 1155) 2/2735{ahn 5p. Sp. Touring. .| 845; 4/2679|Der **120” 

a 5p. Touring......]..... ..]....Jaeghmaprw Sp. Touring...| 880)..].... 5-7p. Touring. ...| 2465] 4]... .|/beghnprx 
.o AMRTIONS. ....9...- ..[... Jaeghmnpru “Roy. St. 8” 2-4p. Sp. Roadster} 945)../.... 5p. Std. Sedan. ..| 2465} 4]... ./aeghmnoprtx 
5p. Phaeton Sed..| 1895}. .]..../aeghmnpr 7p. Touring......] 1995} 4/3655/ahjmopwx 7p. Std. Sedan. . .| 2565) 4]... ./aeghmnoprtx 
Sp. Sp. Sedan....] 1595). .]... Jaeghimnpru {| 4p.Coas. .... | 1995] 2 lahmnoptx “128” 
5p. Sedan ay 1695). .)....Jaeghjmnpru || 4p. Ct'v. Vlub...) 1995) 2] . [ahmnopx 5p. Sedan........ 875} 4/2600) Aehr 

“115” 5p. Sedaa. ..... 1995] 413900/ahmnoptx 5p. DeL. Sedan...| 950] 4/2609) Aehrt 

; + Roadster. ..}| 1995}. .]....Jaeghmnprw 7p. Sedaa.. ..... 2195} 413950/ahmnoptx 2p. Coupe....... 855) 2/2428) Aebr 

ived Speedster.....] 2195]..]..../aeghmnprw 3-5p. Capno et.. | 2095] 2/3600jahmnpx 4p. Cab. Rdstr...| 955] 2/2463/Behr 
g 5p. Touring......]..... ..J. . Jaeghmnoprw 5p. DeL. dedan...| 2195] 4/4005|Bhimnoptx “Victory 6” ERSKINE ‘‘6” 

cer 7p. Touring......}..... ..|....]/aeghmnprw 2p. Coupe....... 1045} 2). ..Jaghnr 5p. Tourer....... $835] 4/2300|aeghnr 

1 he 2-4p. Cabriolet....).. ..]..]....]/Beghjmnpru 2-4p. Coupe... ... 1095} 2)... .Jaghnr 4p Spt. Rdstr....| 965). ./2305) Begharw 

ile 5p. Phaeton Sed. . 2395) .|....Jaeghmnpr 5p. Sedan... .. ...| 1095] 4)... Jaghnr 5p. Club Sedan...} 795) 2|2470jaghnr 

Ss In Sp. Sp. Sedan....} 2095]. .]... ./aeghimnpru CHEVROLET 4p. Brougham....| 1095} 2]....|/Bghjnr 2p. Bus. Coupe...| 895) 2/2265jaeghnr 

d Sp. Sedan... ..... 2195}..]..../aeghjmnpru |} 2p. Roadster..... $495) 2)°9030idr 4p. DeL. Bro’m.. 17 2)... .|/Beghjnrt 4p. Spt. Coupe...| 965] 2/2330jaeghar 
an tp. Sedan........}..... ..]....Jaeghjmnpru_ |] 5p. Touring...... 495| 4|2090/dr 5p. DeL. Sedan...| 1170] 4] ...jaeghnrt 5p. Sedan, 4d....] 965] 4/2425jaeghnr 

»tors 5p. Coach....... 585) 2/2360/dhr 

2p. Coupe....... 595} 12235 **Senior” 
such ! 5p. Sedan... | 675) 4). dhru 4p. Cab. Rdstr...| 1595) 2/3353] Beghmnrx 
: 2-4p. Cabriolet...| 665} 2 2270)dhr 5p. Sedan........} 1495). .]....Jaeghr 
hard | 5p. Imp. Land. . 715) 4)2405idhru 5p. Sedan........ 1595] 4|3412|aeghmnrx 
BUICK 4p. Coupe....... 1570} 2|3315|aeghmnrtx || ESSEX 
115 *‘Super Six” 
4p. DeL. Rdstr.. .1$1195] 2/2990/aghmar 2-4p. Coupe...... $775) 2/2535|ahmor 
? Touring DeL..| 1225] 4/3040|aghmnr CHRYSLER “52” 5p. Coach....... 735| 2|2560|ahmnr 
ks | Hy Coupe.......| 1195} 213140/aghmnr 5p. Touring...... $6°5) 4/2130/abr du PONT “E” 5p. Sedan........ 795] 4|2660jahmor 
~ 2d. Sedan... .1 1195] 2 3215|aghmnr 2-49. Roadster...} 679) 2}2075jahr 4p. Roadster... . .|$2800) . . 3700|afghkmnprx 
h to ; o 4d. os .| 1295] 4/3300jaghmor 2p. Club Coupe. .| 670) 2)2205jahr 5p. Touring...... 2800} 4/3850|afghikmnprx 
legal e se Club. ..} 1275] 4/3190|aghmnr 5p. Sedan....... 670) 2)/2300jahr 4p. Coupe a 3200} . .|3850)afghkmnprtx 
eg p. fown Bro’m..| 1375] 4/3305|aghmor 5p. Sedanm........ 720} 4/2375\abr 4p. Conv’t Coupe.| 3490} 2/2800)afghkmnprtx 

le in- F P well 2-4p. DeL. Coupe; 720} 2/2240/ahr 5p. Sedan........ 3400) . .|4100\afghkmnprtx 
4 oy hiebhisteaie 1465} 2/3800|aghmnr 5p. DeL. Sedan...) 790] 4/2375jahr 5p. Con. ha. 3750) 4/4100) Bfghikmoprt || FALCON. 

» our - d. Sedan. ...} 1495] 4 ee x KNIGHT 
p. Town Bro’m | 1575|..|... ...jaghmor —- “— a 

‘ 9.4 4 5p. Touring... ... 1095} 4/2740jaghnr ...Phaeton...... $3950). |.... 4p. Roadster.....]..... ..|2450) ghr 

4p. p. Rdster..| 1495] 2/3655|aghmnr 2-4p. Roadster...| 1075] 2|2705|aeghnrw . Sp. Phaeton. .| 4500) | . . _ Saar Seeeee f + 
- Ce, Touring. .| 1525] 413735 aghmnr 2p. Bus Coupe...} 1065] 2/2780jaghnr Sedan.. ..... 4050 4p. GG. Rdster..}.. ..|. |2500|Beghkmarwx 
4 Ce -| 1850} 2/3940|aghmor 5p. Sedan........ 1095] 2}2855|aghnr Sp. Limousine... .} 4265). .| ... 2-4p. Coupe... ... 1145}. .|2565) ghe 
sp, Bre Club... -| 1765] 2/3905|aghmnr 5p. Sedan........ 1175; 4)2905|aghor 7p. Sedan........ 4265 5p. Sedan........ 1095} 2|2800ighr 
oOTOR a Sed; Sedan...} 1925] 4/4050jaghmnr 2-4p. Coupe...... 1145) 2)2855'aghnr 7p. | seomeet ly -. Foe 5p. Sedan........ 1195} 4/2875) chor 
al D. O@dan.... 2... 1995} 4/4115}aghmor 5p. Land. Sedan..} 1235) 4 2940 aghor ...Conv’t Sedan.| 4775) .| ... 5p. Landau......}..... . .|2735igbrtu 
KEY TO SYMBOLS: 

’ ~2 ood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 

‘ th tee, whee d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter w—Windshield wings. 

taken bw; re wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 

, ~ Ont; wheels. f—Front bumper. I—Spare tire lock. _ . s—Spotlight. *_Overall length. 
vears : Si ional wheels with spare. g—Shock absorbers or snubbers. m— Engine heat indicator. t—Vanity and smoking set. §—Prices on application. 

, pea ype of wheels optional. h—Automatie windshield wiper. n— Dash gasoline gage. u—Smoking set. 
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Prices, Weights and Equipment of Current Passenger Car Models 
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Passengers . e- Passengers ' Le Passengers | ‘ se Passengers . i 
an 1 Mo/#)S'| Standard —" Melt no Standard an Set "Bee Standard an a ¢ 2137S! Standard 
Model os 2 => Equipment Model os 2 => Equipment Model os 3 => Equipment Model | os 2 ix Equipment 

FORD ‘“‘A” HUPMOBILE LA SALLE McFARLAN 

2-4p. Roadster. ..|$ 385] 2]... .|/Bghnr “Century 6” 125” W.B. ‘Str. 8” 

5p. Phaeton...... 395) 4)..../Bghnr 5p Phaeton... . ./$1425). .|2900/aghr 2-4p. Roadster. . .}$2485} 2/3755)aeghlmnprx 131” W.B 

2p. Coupe....... 495) 2)....)/Bghnr 4p. Sportster.....] 1435) 2)... .Jaghr 5p. Phaeton... ... 2485| 4/3. 70\aeghimnprx |/2p. Roadster..... $3050) 2/3400) afghImnprx 

5p. Tudor Sedan..| 495) 2|)....|/Bghnr 7p. Phaeton...... 1455) 4/2940\aghr 5p. Sp. Phaeton. .| 2975) 4 4170)/Beghjkmnp 5p. Touring...... 2650} 4/3400) afghlmnprx 

2-4p. Spt. Coupe .} 550) 2|....|Bghnr 5p. Sedan 2d.....} 1345) 2/2975\aghr rsx 7p. Touring...... 2750} 4/3450/afghimnprx 
5p. Fordor Sedan | 570) 4)....|Bghnr 4p Coupe....... 1385} 2}2965|aghr 2p. Bus. Coupe.. .| 2350). ./3930)aeghimnprtx |/4p. Sp. Phaeton. .} 3180) 4/3200); afghimn; ore 
5p. Sedan........ 1395) 4/3040)aghr 5p. Family Sedan.| 2350). ./4090)aeghlmnprtx ||3p. Town Coupe..| 3180} 2/3650 afghlmnprx 
Op. Cabriolet. 1475|..|..  jaghr 2-4p. Coupe.. .... 2450) 2/3965|/,eghimnorx ||5p. Sedan........ 180) 4/3650) afghlmnprx 
2-4p. Conv. Cpe..} 2550] 2/3890)aeghlmnprx {/5p. Brougham....| 3180] 4/3650) lafghlmnprx 
“Century 125-8” 4p. Victoria...... 2550) 2/3985)aeghlmnprvx |/7p. Town Car. ...| 4600} 4/3750/afghlmnprx 

5p. Touring... ... 1795} 4/3300)eghnrx 5p. Town Sedan. .| 2495] 4/4065)aeghlmnprx 136” W.B. 

FRANKLIN 7p. Touring...... 1895) 4/3360) bezghorvx Ph, Mes a6 s0% 2495| 4/4090|aeghImnprtx ||7p. Sedan.. 3680) 4/4000)afghimnprx 
“‘Series 12” 2-4p. Roadster. ..} 1895) 2/3355|ceghnrvx 2p. Coupe....... 3000} 2)..../aeghlmnprtx ||7p. Sub. Sedan...| 3780] 4 4000) afghImnprx 
119” W.B. 5p. Brougham....} 2095) 2/3515) 5p. Sedan.. 3200] 4]... .|aeghlmnprtx 

3p. Coupe. ..... $2625] . ./3390/an 2-4p. Coupe...... 2195) 2|3465\dghrx 5p. Town Cab.. -| 4500 4).. “TV6” 

4- <4 Vietoria — 2760}. .|3470/an 5p. Sedan........ 2195) 4/3545)aghrx 5p. Trans. Cab...| 4700] 4]. 2p. Roadster..... 5800) 2/4300|afghImnprx 

5p. Sedan........ 2790). ./3500)an 5p. Victoria...... 2195} 2/3525|aeghnrx 5p. Spt. Tour 5600) 4/4700/afghimnprx 

5p. Ox. Sedan 2815}. .|3500)an 7p. Sedan........ 2345] 4/3360) ehr 134” W.B. 7p. Touring...... 5700) 4)... .Jafghlmnprx 
5p. Spt. Sedan...} 2910). ./3550/an 7p. Sedan Lim. ..} 2520) 4/3360)aehnrx 7p. Family Sedan. 2575) . .|4345|aeghlmnprtx |/5p. Sedan........ 6720} 4/5200) afghlmnprx 
3-5p. Con’vt Cpe. 2925) .|3450/an 5p. Coupe..:.... 625). .|.. . .}aeghlmnprtx 
*‘Century 8” 5p. Cab. Sedan 2675). .|....jaeghlmnprtx ||7p. Sedan..... ---| 6720) 4/5200) afghlmnorx 
5p. Phaeton...... 1905). 7p. Sedan........ 2775) 4/4345|aeghlmnprtx 

128” W.B. 2-4p. Sportster...| 1915) .|. 5p. Imp. Sedan...| 2775} 4/4315)aeghlmnprtx ||7p. Sedan........ 6920) 4/5200/afghlmnprx 
2-4p. Sp. Runab’t | 2975]. ./3390)an 7p. Phaeton...... 1935} .|. 7p. Imp. Sedan.. .| 2875) 4/4570|aeghImnprtx 
5p. Sp. Touring. .| 2975]. .)....jan 5p. Sedan........ 1825} 2). 7p. Town Car 9000) 4/5200) afghlmnprx 
7p. Touring...... 3060} . ./3540/an 4p. Coupe....... 1865) .|. 
7p. Sedan........ 2980} . ./3780)an 4p. Sedan........ 875} 4). 
7p. Ox. Sedan....} 3015). ./3780)an andp. Cabriolet. ..} 1955). .|. 
7p. Limousine... .} 3080}. ./3780)an MARMON 

LINCOLN 2p. Roadster. .... $1495). .|.... 
“a 5p. Sedan........ 1395} 4/2897|ahmnrt 
2p. Spt. Rdster. . .}$4600) 2/4930|aegkInprx 4p. Vic Coupe...}| 1450). ./2867/ahimnrt 
JORDAN 2-4p. Club Rdstr.| 4600} .|5010 aeghkInprx 2p Coupe s eaeene 1395) . .|}2827|ahmnrt 

GARDNER “R” 7p. Spt. Touring..| 4600) 4/4940) aegkInprx 8” 

"5 oe” 4p. Blue Boy.. . . .|$1495] 4/2800) Bceghkmnrx |/4p. Spt. Phaeton..} 4600) 4/4910)begikInprwx |/2-4p. Roadster....} 1895) 2|3007/ahlmnprwx 
4p. Roadster... .. $1195} 2)2995\afhmnr 4p. Spt. Salon... .| 1295) 2/2775) aghjmnrx 4p. Coupe....... 4600) 2|4805|aegkInprx 4p. Speedster.....| 1965) 4/3052/ahlmnorwx 
5p. Sp. Coupe....}| 1295) 2/3290\afhjmnr 2-4p. Tomboy... .}| 1395] 2}2650)aghmnrx 4p. Sedan........ 4800} 4/4930\aegiklnprx 2-4p. Collap. Cpe.} 1995] 2/2987|ahlmnprx 
4p. Vic. Coupe...] 1295) 2/3290\afhjmnr 5p. Sedan........ 1395) 4|2775|aghmnortx 5p. Sedan........ 4800} 4|5010)aegkInprtx 2-4p. Coupe......| 1895) 2/3097/ahlmnprx 
Sp. Club Sedan...] 1390) 4/3265)afhmnr 2p. Coupe....... 5000}. ./4720jaeghklnprx {/4p. Vic. Coupe...} 1995] 2/3066/ahilmnprx 

5p. Std. Sedan. ..] 1495) 4)... .jafhmnr —. 7p. Sedan........ 5000) 4|5050jaegkInprtx |j/5p. Sedan........ 1895} 4/3104/ahlmnprtx 
4p. Playboy...... 1845) 2}2915)aghmnrx 7p. Limousine.. 5200} 4|/5165\aegkInprtx 

**75 DeL” 2-4p. Sp. Coupe. .} 1895] 2}/3070)aghmnrx 4p. Berline....... 5500) . .|5115|aeghkInprx “*E.75” 
4p. Roadster. .... 1295} 2|2995\aeghmnr 5p. Cus. Sedan. . .} 1895} 4|3200)aghmnrtx 7p. Limousine... .| 6000). .|/5380\aeghkInprx |/2p Speedster.....| 3485] 2/4251|aeghInprx 
5-p. Sp. Coupe...| 1395} 2|/3290)aeghjmnr 4p. Cus. Vict.....]| 1895] 2/3200)aghilmnrtx 7p. Brougham... .| 6409). .|5025jaeghklnprx |/4p. Speedster... ..| 3485] 2/4256laeghInprx 
4p. Vic. Coupe...} 1395] 2/3290|aeghjmnr ——— 6p. Ber. Landau..| 6500). . aeghkiInprx /|/|5p. Phaeton...... 3485) 4/4017/aeghInprx 
5p. Club Sedan...} 1490] 4/3265|aeghmnr 4p. Collap. Coupe} 1995} 2/3185)aghmnrx 7p. Cabriolet... ..} 6600}. . 5160 aeghkInprx 7p. Tour. Speed. .| 3565] 4/4480)aeghilnprwx 
5p. DeL. Sedan 1595) 4)... .Jaeghmnr 4p. Perm. Coupe..| 1995) 2/3185)aghmnrx 7p. Le Baron Cab} 7000}. .|5200jaeghkInprx |}2p. Coupe Rdstr..| 3565] 2/4374]aeghinprx 

5p. Victoria... ... 1995| 213275|aghimnrtx 7p. Holbrook Cab.| 7200). .|5280|aeghkInprx ||5p. Town Coupe..| 3195] 2/4452|aeghInprx 

“5” 5p. Sedan... ... 1995) 4|3300|aghmartx 7p. Collap. Cab. .| 7300). .|5140jaeghkInprx {}2p. Coupe ...... 3485] 2/4373|aeghlinortx 
4p. Roadster ....} 1695} 2/3040) Aeghmnr 4p. Victoria...... 3485| 2/4346/aeghinprtx 
5p. Brougham.. 1875} 4/3360!) Aeghjmnr 5p. Brougham 3565| 4/4525laeghilnprtx 
5p. Sedan........ 1895} 4/3380) Aeghmnr 5p. Sedan........ 3565) 414498laeghInprtx 

..Cus. Coupe. ..} 2095). .}.... 7p. Sedan........ 3640} 4/4620/aeghInprtx 

5p. Cus. Sedan 3960) 4/4515|aeghInprtx 

“95” KISSEL LOCOMOBILE 7p. Cus. Sedan...| 4075] 4/4678|aeghtnprtx 
2-4p. Roadster. ..| 2095). .|....|aeghmnorx **6-70” **8-70” 7p. Cus. Limou...| 4175] 4/4718]aeghinprtx 
2-4p. Collap. Cpe.| 2495|..|....Jaeghmnprx {||4p. Cpe. Roadster|$1595| .|2920jahmr 5p. Brougham... .|$2100} 4|3525|afghkmnrx 
5p. Brougham....} 2275) 4)....jaeghimnprx ||5p. Bro’m Sedan..} 1495] 4/2915|ahmr 5p. Sedan........ 2100) 4/3575\)afghkmnrx 
5p. Sedan........ 2295] 4)....jaeghmnprx /|j5p. Victoria...... 1595}. .|2990 4p. Vic. Coupe...} 2100) 2/3600jafghkmnrx 

5p Sedan........ 1595). .|3005 MOON ‘“‘6-60” 
“2.89” 8-80" 5p. Phaeton...... $995) 4/2340/an 
125” W.B 4p. Spt. Touring..| 2850} .|3972|aeghkIlmnprtx||3-5p. Roy. Rdstr.| 1095] 2|2330\anw 
5p. Phaeton...... 1885) 4'3240|ahmor 4p. Coupe...... 975) 2)... 3-5p. Roy. Cab...} 1295) 2|2575)an 
4p. Speedster 2095} 2|3155|ahmnr 4p. Collap. Coupe} 3000} 2/3780|aeghklmnprtx!|5p. Coach.......] 995] 2|2420\an 
4p. Cp. Rdstr 2095} 2|3343\ahmnr Sp. Sedam........ 2850) 4/3950)aeghkimnprtx||5p. Roy. Sedan...| 1195} 2/2520/ahin 
GRAHAM- 5p. Spec. Bro’m. .| 1995} 2|3345)ahmnr 5p. Brougham 2900) 4|3990|aeghkImnprtx||5p. Roy. Sedan...| 1295} 4/2605|ahn 
PAIGE 5p. Bro’m Sedan..| 2095] 4/3400)ahmnr 7p. Sedan....... 3350) 4|4140|aeghklmnprtx 

“610” 5p. Conv. Bro’m..} 2495}. ./3518/abmnr 7p. Sub. Sedan. ..| 3500) 4)4280jaeghklmnprtx]| ‘‘Series A” 
2p. Coupe......-| $860 132” W.B. 5p. Touring...... 1195] 4]2560}dn 
5p. Sedan.......-} 875). 7p. Touring...... 1985] 4/3360|ahmnr “48” 5p. Roy. Rdster. .| 1395] 2|2609|dnw 

4p. Tourster..... 2095) 4|/3155)ahmnr 4p. Sportif....... § | 4/5030\afghjkirsx 5p. Collap. Cab. .}| 1795] 2|2720 

**619” 5p. Bro’m Sedan..| 2295) 4)/3455)ahmnr ..Roadster..... a me 5p. Sedan DeL...| 1395} 2|/2710)dno 
4p. Coupe ......-} 1575). 7p. Sedan........ 2495). |3630)ahmnr 7p. Touring...... § | 4/5330/\afghkirsx 5p. Sedan DeL...| 1545} 4/2860)dno 
5p. Sedan........ 1595) . **8-80S” 7p. Tour Lim....| § | 4/5640lafghkirstx 

4p. Coupe Rdstr..| 1995]. .|3350 6p. Brougham....| § | 4/5464/afghkirstx “6-72” 

**629” 5p. Brougham....| 1895]. .|3250 5p. Vic. Sedan....]| § | 4/5600lafghkirstx 2-4p. Roy. Rdstr.| 1395} 2)2630)aghmn 
5p. Sedan........ 1985 5p Sedan....... 19€5|. 13350 7p. Lim. Ene. Dr.| § 4)5868lafghkirstx 5p. RovCabRdstr| 1445] 2)2815)aghmn 
5p. Town Sedan. .| 2085 4p. Victoria...... 1995). .|3320 7p. Cabriolet.....| § | 4/5624/afghkirstx 5p. Royal Sedan..} 1445} 2/3050jaghimn 
7p. Sedan........ 2110 **8-90" 5p. Royal Sedan..} 1545] 4/3080jaghmo 

131” W.B 90" 
5p. Phaeton... ... 2185) 4|3220\ahmnr 4p. Sportif....... 5900) 4|4475|aeghiklmnpr **8.80” 
4p. Speedster... ..| 2395) 2/3360\ahmnr tx 5p. C.C. Sedan... .| 2195} 4/3500)chmar 
4p Cpe. Rdstr...| 2395) 2/3578)ahmnr 4p. Roadster..... 5900) 2|4370jaeghklmnpr |j5p. Sedan........ 2195} 4/3500) chmnr 
5p. Spec. Bro’m. .| 2295} 2/3671/ahmnr x 
HUDSON 5p. Bro’m Sedan..| 2395) 4 3760)abmor 7p. Touring...... 6000). .|....laeghklmnpr 

— 5p. Conv. Bro’m..} 2795]. .|3863)ahmnr tx 
2-4p. Coupe...... $1295) 2}3525)ahmnru 139” W.B. 5p. Vic. Sedan....} 7300) 4|4842\afghimprtx ||NASH 
5p. Coach. ...... 1250) 2/3575\ahmnru 7p. Touring...... 2285) 4/3630)ahmnr 7p. Suburban. ...} 7500) 4/4930|afghmprtx *“*Std. 6” 
5p. Sedan........ 1325| 4|3645|)ahmnru 4p. Tourster = nae 2395) 4|3335\ahmnr 4p. Vic. Sedan... .| 7450 jaeghkimnpr ||5p. Touring...... $865) 4/2325] Debur 

**Q” 5p. Bro’m Sedan..| 2595) 4/3755\|ahmar tx 2-4p. Conv’t Cab.| 925] 2/2505) Deghar 
5p. Landau Sed...| 1650) 4|3780|aghmnru 7p. Sedan... .. 2795) 4/3975) ahmnr 7p. Town Bro’m..| 7500) 4|4615\afghmprtx 2p. Coupe....... 845) 2)2345) Dghnr 
5p. Std. Sedan. ..| 1450] 4|/3720|aghmnru 5p. Sedan D: el,...| 2985] 413910 aeghimorvx ||7p. Cabriolet.....| 7500) 4|4615|afghmprtx 5p. Sedan........ 845) 2/2450) Dghor 
4p. Victoria...... 1650} 2)}3710\)aghmnru 7p. Sedan Del... | 3495) 4|4030\aegnimorvx ||...Collap. Cab...| 7750). .|....jaeghklmnpr ||5p. Sedan........ 925} 4/2500) Dghar 

7p. Sedan........ 1950) 4/3945|aghmnru 7p. Ber. Sedan. ..| 3585| 4/4125) aeghimorvx tx 5p. Land. Sedan..| 995] 4/2610|/Degbar 
















a—Wood whee 
B—Wire wheels with spare. 
b—Wire wheels. 


e—Type of wheels optional. 


A—Wood ——_ with spare. 


C—Optional wheels with spare. 


D—Disk wheels with spare. 
d—Disk wheels. 
e—Front and rear bumpers. 
f—Front bumper. 


g—Shock absorbers or snubhers. 


h—Automatic windshield wiper. 


KEY TO SYMBOLS: 


i—Trunk and trunk rack. 
j—Trunk rack, no trunk. 
k—Spare tire. 

I—Spare tire lock. 








m—Engine heat indicator. 
n—Dash gasoline gage. 


o—Car heater. 
p—Cigar lighter. 


r— Rear traffic signal. 


s—Spotlight. 


t—Vanity and smoking set. 


u—Smoking set. 


v—Vanity set. 
w—Windshield wings. 


x—Clock. 
*—Overall length. 
§—Prices on applications 
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B—Wire wh 
Aly — with spare 


C~Opti 


onal wheels with spare. 


Type of wheels optional. 


e—Front and rear bumpers. 
f—Front bumper. 


g—Shock absorbers or snubbers. 


h—Automatic windshield wiper. 


k—Spare tire. 
I—Spare tire lock. 


m—Engine heat indicator. 
n—Dash gasoline gage. 


r—Rear traffic signal. 
s—Spotlight. 


t—Vanity and smoking set. 


u—Smoking set. 
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Prices, Weights and Equipment of Current Passenger Car Models 
be ba Do ba 
ngers ° , oe ~ -~ 
a g = . : = ‘Standard or ae ahs ‘ os Standard eer ae a : 32 ‘Standard or oe og ¢ ra Standard 
. ‘= @ auipment os =O i : & ="s i 2 ="S i 
Medel oF p as quip Model oe 3 =s quipment Model oe 3 => quipment Model os s es quipment 
“Special” PEERLESS ROAMER “‘Commander” : 
4p. Roadster. .... 1225) 2/2980) Dghar 6-60 . ne 8-78 i 4p. Sp. Roadster..} 1695 : 3340 aeghmnr 
5p. Touring...... 1135) 4|2¢80|Dghor 2-4p. Roadster... ./$1195) 2/2600/deghimnr 2p. Roadster... .. $1595) 2/3450 2p. Coupe....... 1495) 2}3395)aeghmnr 
9-4p, Cabriolet. ..| 1290} 4/3070) Dghnr SP. 4" ss oe: : vi we > ee ys wis’ bone 2 ee sD. — ae ig Pe ; reo a 
s. Coupe...| 1165) 2/3030! Dghnr p. C’pe Rdstr ideghimnr p. Sedan........) 1795) 2/3: p. Sedan........ 5} 4|3560/aeghmnr 
- — an... - _.| 1215} 213150 Dehinrt 5p. Sedan. Sd sali 1295} 4/2895|deghlmnr 4p. Cpe. Regal... 1625 : 3465|aeghmnpr 
ip. Coupe....... 1245) 2/3030] Dghor a 8-80" : 4p. Vic. Regal... .| 1625 2}3500) aeghmapr 
4p. Victoria...... 1295} 2|3170|Dghbur 5p. Phaeton...... 1395) 4)2850\aeghimnrw 2p. Coupe....... 1985} 2/3410)og 5p. Sed. Regal... .} 1625) 4/3580/aeghmnpr 
5p. Sedan........ 1285] 4/3250) Dghnrt 2-4p. Roadster. ..| 1495) 2/3025)ceghlmnrw 5p. Brougham... .| 1985) 2)3440\ag 
5p. Coupe......- 1445) 4/3380] Dghinrt 2-4p. Coupe...... 1565} 2}2975|aeghlmnr Gp. Sedam........ 1985} 4/3570\ag ‘President 8” 
“4 a —_. ar a : ae am 5p — ee 1985} 4/4000 cs 
“Advanced” p. Std. an 139 125|aghmnr **8-88” 7p. Sedan........ 1985} 4/4040|aeghjmnrtx 
121” Spt. Sedan 1395} 4/3100 Sp. Tourer....... 2495) 4/3650) cg 5p. DeL. Sedan...| 2250) 4/4185) Beghikmnp 
4p. Roadster..... 1475] 2/3400) Dghmnr 5p. DeL. Sedan 1795} 4/3125) Deghlmnr 5p. Sedan........ 2985} 4/3880) cg rtx. 
5p. Touring ..... 1340| 4/3400) Dghmnr **6-91” 7p. Sedan.......- 3285| 4/3980/cg 7p. DeL. Sedan...| 2250) 4/4225) Beghjmnrtx 
5p. Sedan........ 1425] 2/3620) Dghimnrt 5p. Phaeton... ... 1695} 4/2930)aeghimnrwx 
5p. Sedan........ 1495} 4/3650] Dghmnrt 2-49. Sp. Roadster} 1695) 2/2960)aeghimnrwx 
127” W.B - ne ma SS ainebinined Sa : em en we “BB” 
Touring...... 1440} 413500) Dehmnr p. sn eae 189 3150) aeghilmnrx *“Custom” 
He Sp. Tones. 1540} 4/3500 ell 5p. Sedan........ 1895| 4/3200/aeghlmnrtx ROLLS ROYCE 131” W.B. 
4p. Victoria...... 1595} 2/3640] Dghmnrt 5p. Landaulet 1995} 4|3250)aeghImnrtx **Si. Ghost 2p. Speedster... . $3495 es. jaefgjlmnprx 
4p. Coupe. ...... 1775| 2|3650) Dghmnr 128” W.B. Open Models... § |..|....|Bfghjkmprx |/4p. Speedster.....} 3595) 4/4509 aeghjlmnprx 
5p. Amb. Sedan |i 4/3820) Dghinprtx 7p. Sedan........ 1985) 4)..../B Closed Models. . § Bfghjkmprtx ||4p. Speedster.....| 3845) 4)... .|aeghjlmnprx 
7p. Sedan........ 1990) 4/3830] Dghnrtx 8-69" 7 2p. Black Hawk. | 4895} 2]... .|beghilmnprx 
Sap ke... es =f ....| snk leita lites eee... 2 Beghjk ee ae ee 
p. Coupe....... ™ eghilmnrtx ||Open Models... . ...|Beghjkmprx |}2p. Coupe....... 3495) 2)... .|aeghjlmnprux 
5p. Sedan........ 2345| 4|3875|Deghlmnrtx {|Closed Models. . § ...|Beghkmprtx |/4p. Vic. Coupe. ..| 3495) 2)... .jaeghjlmnprux 
13314” W.B 5p. Sedan........ 3570) 4/4977|aeghjlmnprux 
ie Roadster. ao 2 nto ears . 5p. Brougham....| 3570) 4/4820/aegh, a 
OAKLAND‘AA-6’ are 2545). .|39 eghimnrtx TAK ‘*4” 2p. " ab. Coupe...} 3695} 2/4520)aeghjlmnprux 
5p. Sp. Phaeton. .}$1095) 4/2620/aehin 7D Cus. Sed. Lim} 2645| 4/4275|deghlmnrtx ..Roadster..... $495). .|....Jah 45” W.B. 
4p. “. | os oneal se : toe pele _ — See a ; ae a A ve aeaeen = ‘ “ 7p. Speer... a : 4748 ee ar 
9-4p. Cabriolet 11 ahn p. Sedan........ } eghlmnrtx p. Sedan........ 4S a 7p. Sedan........ 5} 4)... .|aeghiimnprtx 
5p. Md Sedan. . 1045} 2/2890lahnu 5p. Ber. Lim..... 2345| 4/4100|Deghimnrtx {|5p. Sedan........ 570) 4 ah 7p. Sedan Lim. 3995) 4/5159|aeghjlmnprtx 
3p. Land. Coupe..| 1045] 2/2805/ahn ““Weyman Cus.” 
4 5 a Sodan 1268 413050 _e STEARNS 2p. Black Hawk..| 4895] 21... . beghil 
5p. Land. Sedan.. aehnou : p. Black Hawk. . Oo} <|....)/Deghjimnprx 
’ KNIGHT 5p. Sedan........ 4120) 4)... .|aeghjlmnprux 
PIERCE ARROW *“*F-6-85” 4p. Sedan........ 4120) 2)... .|aeghjlmnprux 
i 4p. Roadster..... $3250) 2}4252/aeghklmor 4p. Coupe....... 4120) 2)... .jaeghjlmnprux 
2p. Runabout. . . .}$2900) 2/3300)afghimnrx . wx 5p. — Sed...} 4420) 4)... .|aeghjlmnprux 
1 4p. Touring...... 3100} 4/3330\afghlmnrx 4p. Touring...... 3250) 4|4322/aeghjklmnr 45” W.B. 
“F.2 ..Conv’t Rdster| 3450} 2)... .)afghlmnrx wx 5p. Sedan i eaiiies 4495) 4)... .|aeghjlmnprux 
Sp. tien $995). .|... ./eeghmnr 2p. Coupe....... 3250} 2/3265jafghlmnprtx |/4p. Cab. Rdstr...| 3550) 2|/4500|)aeghklmnopr Sp. Sedan ain 4545) 4)... .|aeghjlmnprux 
5p. Sp. Touring..} 995)..]....|ceghmnr 5p. Brougham... .| 3250) 2/3560/afghlmnprtx ¥ 7p. Sedan........ 4745) 4)... .laeghjlmnprtx 
2p. Coupe....... 925]. .|....Jaeghmor 5p. Club Sedan.. .| 3300} 4/3600/afghimnoprtx ||5p. Cus. Sedan...| 3350) 4/4562!aeghjklmno ||7p. Limousine....| 4995} 4/4778)aeghjlmnprtx 
5p. Sedan, 2d.. ..| 925] 2)... ./aeghmnr ig ng Say 3350} 2/3435|afghlmnprtx rtx 7p. Landau Lim. .| 5295} 4)... .jaeghjlmnprtx 
2-4p. Spt. Coupe.} 995)..]..../ceghmnr = ||Op. Sedan........ 350) 4/3600\afghimnprtx |/4p. Coupe....... 3450} 2/4527|aeghkimno **Salon Cus.” 
5p. Sedan, 4d....| 1025} 4]... ./aeghmnr Hi Sp Sed. Land| 3350} 4]... .jafghlmnprtx rtx 5p. PW Sedan.. 6345} 4)... ./aeghjlmnprux 
5p. Landau Sed. .| 1085]. .]..../aeghmnr 5p. — = "eae 3400) 4/3695jafghimnprt (||5p. Std. Sedan...| 3450) 4/4572ijaeghjklmno ||7p. PW Sedan....| 6345) 4]... .|aeghjlmnprtx 
7p. Sedan........ 3450) 4|3670/afghlmnprt rtx 7p. Con. T’n Car.| 6895] 4]... ./aeghjlmnprtx 
4p. om i ani 3450) 2/3450/afghimnprt ({|5p. Sedan Lim...| 3700) 4/4647|aeghjklmno 
7p. a Dr. Lim. aE 413760|afghimnprt a tae _ . 7, m * - 
p. Cus. Sed. Lim} 37 4|4637|aeghjkImno *“*St a 
OVERLAND 2p. Runabout. ...| 5875} 2/4560/afghirx rtx 5p. Touring...... $995) 2/2670\aehmnr 
“4” Whippet 4p. Touring...... 5875) 4/4510) afghirx 7p. Sedan........ 3750) 4/4702)aeghklmno 5p. Coupe....... 1165) 2}2917|aehkmnr 
5p. Touring...... $455) 4/1985lag 7p. Touring...... 5875) 4/4585/afghirx rtx 5p. Sedan........ 1165} 4|3017|aehkmnr 
2p. Roadster... .. 485| 2).... 7p. Sedan........ 5875) 4/4815\afghirtx 7p. Sedan Lim 3950) 4/4777|aeghklmno_ =||5p. Met. Sedan 1325} 4/3087|eghkmur 
2-4p. Roadster... 525} 2/1930\agh 7p. Lim. Enel 5875) 4/4870\afghirtx rtx **6-66” 
2p. Coupe....... 535) 2|/2025\ag 3p. Coupe....... 6375) 2/4760\afghirtx wo 5p. Metro Sed....} 1195) 2)... .Jaeghkmnr 
.Coupe Cab. . §45]..|.... 4p. Cpe. Sedan 6375] 2/4795\afghirtx 4p. Roadster..... 5500} 2|4875\afghmnprx 5p. Metro Sed.. 1265) 4}... .laeghkm:nr 
bp. Coach.......} 535] 2/2075iag 4p. Sedan........ 6375] 4/4830/afghirtx 4p. Cabriolet.....| 5100). .|....jafghmnprx 2-4p. Metro Cpe..| 1265) 2)... .j/aeghkmnr 
5p. Sedan........ 585) 4|2185|agh 7p. Enc. Dr. Lan.| 6000} 4/4895)afghirtx 2p. Coupe....... 5500} 2/5110/afghmnprx **6-77” 
7p. Sedan Land 6000} 4/4840/afghirtx 5p. Coupe....... 5500} 2)}5100)afghmnprx 5p. Spec. Sedan. .} 1585} 4/3365|aeghkmn-u 
{p. ae rs ae pre : ron “ _ 5p. _— a acai 5600} 4/5100)afghmnprtx |{/5p. my = Sedan..} 1635} 4/3395|aeghkmnru 
p. C. C. an. afghlr “— **8-88” 
PACKARD 2p. Coupe....... 6600) 2/4745lafghlr 7p. Touring...... 5600} 4/5030) afghmnprx 5p. Club Phaeton.}..... _.|....Jaeghiknr 
“526” 4p. Sedan Lani...| 6600) 4/4800/afghirtx 7p. Sedan........ 5600) 4/5265\afghmnprtx ||/5p. Spec. Sedan. .| 2095) 4/3640)aeghkmnorv 
4p. Runabout... .|$2275] 2/3620|Deghimnpx |/4p. Enc. Dr. Land} 6600} 4/4880|afghirtx 7p. Limousine... .| 5800} 4/5300|afghmnprtx /||5p. Royal Sedan..} 2095) 4|3675jaeghkmarv 
5p. Phaeton...... 2275) 4/3665|Deghlmnpx |{7p. Fr. Limou....| 7500) 4/4740jafghirtx 7p. Town Car....}..... 4)... .J/afghmnrtx 
Op. Sedan........ 2285} 4|4000| Deghlmnprtx ||7p. Fr. Landau...} 8000] 4/4865/afghirtx 
2-4p. Coupe on 2350) . .|3950 **G8-85” WILLYS- 
4p. Conv’t Cpe...| 2425]. .13875 2p. — ins — 2 pn ee a KNIGHT 
4p. Touring...... 3950) 4/4633/aeghjklmnr **Std. 6” 
“333” PONTIAC ‘‘6” wx 2-4p. Roadster...}.....]..].... aghn 
5p. Phaeton...... 2385) . .|3745 2-4p. Roadster. ..| $745} 2/2270/ahn 4p. Cabriolet.....| 4550) 2/4717|aeghklmnorx ||5p. Touring......]..... .J....Jaghn 
4p. Runabout... .| 2385] . .|3700 2p. Coupe....... 745| 2)2435|ahn 4p. Coupe. ...... 4550} 2/4882|aeghkIlmnortx||2-4p. Coupe...... $1195). .|....Jaghn 
7p. Touring...... 2485} 4/3865) DeghImnprx |{/5p. 2d. 8 745) 2}2520)ahn 5p. Sedan........ 4650} 4/4934/aeghjklmno_ |/5p. Sedan a 1145} 2]....Jaghn 
4 Coupe....... 2685} 2/4000)deghint 4p. Sport Cab. 795| 2/2455)ahn rtx 5p. Sedan........ 1245) 4)... .jaghnu 
p. Club. Sedan. .| 2685] 4/4085 - wee - “ORT: 825) 4/2595|aehn 7p. Sedan........ 4750) 4/5027|aeghklmno ““Great 6” 
5p. Sp. pe .| 875) 4/2640jaehn rtx 2p. Roadster. .... 1850} 2/3645) aghnrx 
‘D. Sedan........ 2685} 4/4145 ‘. 5p. Sedan Lim...| 4850) 4/5009jaeghjkimno /||5p. Touring...... 1850} 4/3684/aghnrx 
7p. Sedan Lim. ..| 2785] 4/4205 Deghimnprtx —_ poe ft ee > _— Cab ey = 2 se ae 
aaa p. Limousine... 2jaeghkImno 4p. Foursome Sed.| 2095] 4/3975|aghinrtx 
443 REO rtx 5p. Sedan........ 1995} 4/3975|aghnrtx 
eP. Runabout. ... 3875) . . 14350} Djk “Flying Cloud” 135” W.B 
3p. “ea bins wine 3875] . .|4370) Djk 2p. Roadster... .. $1685) 2/3300)aeghnr STUDEBAKER ; 7p. Touring...... 2285) 4/.. 
7p. Touring... . 3975) 4/4410 Deghitap 4 _.. a a aeghinr % —. on i ee Pa 5p. nee eer a oo 
p. Sp. Coupe.... 3320) aeghnr 5p. Tourer Roya é aeghmnr 7p. Sedan........ 95) 4/4 aghnrtx 
3D. Coupe. setae. 4150). .}.... 4p. Victoria ..... 1845| 2/3350)aeghnr 5p. Du Phaeton. .| 1195) 4/3105)aeghmnr 7p. Limousine... .}| 2695} 4/4075 
o — t Cpe... 4250]. .|.... 5p. Sedan........ 1845] 4/3550|aeghnet 4p. Sp. Roadster..| 1245] 2|3000/aeghmnr Spec. 6” 
5p. Clute ang pe , yo bhi = DeL. , oy 1995} 4/3550/aeghnrt > Royal. = : a eee ty Roadster. . Poe 2 oo oe 
an.. eg p p. Coupe....... 3120)aeghmnr 5p. Touring...... 95} 4/2900\aghnr 
- rtx *‘Wolverine” 4p. Coupe Royal..| 1295} 2/3115)aeghmnr 2p. Coupe....... 1295} 2}2815\aghnr 
p. Sedan........ 4450} 4/4820|DeghjkImnp |/4p. Cabriolet.....]| 1195} 2/2850/aeghinr 4p. Victoria Royal} 1295) 2|3165|aeghmnr 5p. Coach. ...... 1295} 2|3010\aghnr 
Tp. Sed rtx 5p. Brougham....} 1195] 2/2960/aehinr 5p. Sedan........ 1195} 4/3230) aeghmnr 2-4p. Cab Coupe..| 1495] 2/2880/aghnr 
PD. Sedan Lim 4550) 4/4860|Deghkimnp |[/5p. Sedan........ 1295 ~ aeghinr Sp. Sedan Royal..}| 1295) 4/3235|aeghmnr ES Sedan........ 1495) 4/3105|aghart 
rtx 
ee: 
KEY TO SYMBOLS: 
nit ood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 


x—Clock. 
*_Overall length. 
§—Prices on appiications. 
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Var—Varies 
Sleeve valve 


x— 


m—hectiner — 
S—Semi-elliptic 


ds 
wristpins, timing case 


wristpins 
PE— Pressure to mains, ro 


(rear springs) 
yrease Cups 


O—Special type 
Oc—Oi! cups 
OG— Oil and ¢ 


wr pe ives 


1-F—Internal four wheels 
1-R—Internal rear wheels 


He—Helical gear 
i—In head 
xternal transmission 


xternal four wheels 
xternal rear wheels 
Fabric 
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Velie 8-88 Special Sedan. $2095. 
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Velie 8-88 Royal Sedan. es 








All Velie Models are fully equipped 
ne spare tire, tube, cover, 

vejov Hydraulic Shock Ab- 
sorbers, etc. Prices quoted above 


are F. O. B. Moline, Illinots. 
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VELIE 


MOTOR 


AGE 


Talkin g About Your Fi anchtse 


Velie Believes 
in the Golden Rule 


ELIE FRANCHISE is predicated on the 

fact that not only must the factory make 
money but the dealer also must make money— 
and be allowed to keep it. 


Velie does not force arbitrary quotas—we only 
require some indication of the number of cars 
you expect to sell, but this involves ne obliga- 


tion. It is for production schedule requirements 
only. 


Velie will not tolerate “strong-arm’’ methods 


nor the vicious practise of consigning unordered 
cars to dealers and forcing them to accept 
delivery under penalty of losing their franchise. 


Your Opportunity to Make Money 


Velie has constructed fine cars for a period of 20 years, and 
at the recent New York Automobile Show presented a 
new 20th Anniversary Series consisting of a complete line 
of sixes and straight eights on three chassis—112”, 118”, 
iz. 

These new models represent the final expression of 20 
years experience in successful motor car construction. 
They were acclaimed by expert automobile opinion as a 
line which will unquestionably find excellent support from 
a large number of the public who desire a distinctive fine 
car representing long life and honest value at a modest price. 

A comprefiensive national advertising campaign with a 
background in the Saturday Evening Post has been 
evolved and the factory will assist its dealers in every 
possible practical way. 

Confident in the merits and generous terms of the Velie 
franchise we invite correspondence from Distributors and 
Dealers. Excellent territory is open so write immediately 
but preferably wire. 


The Velie franchise is based on the Golden Rule. 


VELIE MOTORS CORPORATION 


Moline, Illinois 


ITS FOUNDER .... 





OWNED AND OPERATED BY 
1908-1928 
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Var—Varies 


KX —Sleeve valve 
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IN-I— Nickel iron 
O—Optional 
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He—Helical gear 


i—In head 
1-F—Internal four w 
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four wheels 
E-T—External transmission 


E-R—External rear w 
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cm FUM Ctlipre 
E-F—External 


Als—Aluminum with strut 
B-F —Internal front and 
external rear 


Ai—Aluminum 
B—Semi-steel 
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The Airman 


is creating talk 
_and sales 





Sr Boa 


Convertible Coupe 


HE new Franklin Airman is setting 
a fast and exciting pace in fine car 


other carin America. Its efficient, pow- 
ee, | 7 erful, air-cooled motor affords instant 
— re sales. Since the day of its introduction acceleration and the ability to maintain 
ae r the Airman has been an outstanding high speeds for an indefinite time. 
success—showing steadily increasing There is new comfort—new safety and 

















Another Exclusive Superiori sal Ai ] 1 
| xclusiv _—s sales. Air-coolin 
Feature—light nem ch he B68 popular subject security——new beauty and design. 
“the cveight of all parts below wherever motor cars are discussed. The 7 
Solin metene ie selenite public has definitely and enthusiastically Franklinis the ideal fine car for your line. 
‘ hates 2, the . ‘ . ; ¢ 1c ... 2 ° 
ory of the road is greatly accepted the Airman. The Franklin It 1s a demanded car—tt 1s profitable— 
duced—the chassis absorbing Jeal fi ith high 
part of the shocks, the springs tak- dealer pronts. as a high percentage of repeat sales— 
ing care of the balance and the _ | it is backed by a long established, sound 
Od ding : La. - P : 2 . ° . 
ig easily and smoothly. I'he Airman deserves its tremendous — organization—itis sold under a fair fran- 
yopularity. It is an w-type — chi "ow « ectige 
P y 3 entirely new-type chise. You'll be glad you investigated 
notor car—radically different from any — Franklin—-write today for full details 


FRAN ' _— , Y — ne T 
NKLIN AUTOMOBILE COMPANY, SYRACUSE, NEW YORK 


dliman Sees F RAN KLIN 
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A complete unbiased 
review of all types 


of Shock Absorbers 


W rite for your free copy! 


What do you want to know about Shock Absorbers? 
This book “The Landis Idea of Easy Riding” covers 
the complete subject of Spring Action, Spring Recoil 
Control and Shock Absorbers of all types. No one who 
merchandises Shock Absorbers, regardless of make, can 
afford to be without a copy of this book. 


Write now for your copy. It’s free to any member 
of the trade. 


Landis Engineering & Mfg. Co. 


Automotive Division 


Waynesboro, Pennsylvania 





MOTOR AGE March 1, 1928 


x 


Gear-Up Your Shop 


Ability to stop—braking power—is vital to motoring 
safety—and brakes persist in getting out of adjustment. 
That’s why the Jumbo Brake Tester makes an instant 
appeal to motorists. 


LET JUMBO GIVE YOUR. CUSTOMERS 
AN EVEN BRAKE 








JUMBO BRAKE TESTER 





Tests two or four wheel brakes in two or An unfailing detector that instantly appeals 
three minutes—hydraulic gauges instantly to motorists—and sells them needed repairs 
reveal braking power on each wheel. without argument. 

Checks adjustments as they are being made, 
assuring perfect balance of all brakes 
maximum stopping ability—safety. 


“Jumbo” is a money-maker. So fast, so 
efficient, so popular that it keeps a shop 
busv. And how it does turn out the profits! 


JUMBO BRAKE DRUM CONDITIONER 


Used both as a lathe for truing ordinary drums and as a grinder for 
high carbon drums too hard for a cutting tool. 


Beautifully and sturdily built. Automatic — accurate — quickly trues 
out-of-round, scored or grooved drums, passenger and truck sizes. 
Unnecessary to remove drum or tire from wheel. 

Wide range of spindle and feed speeds—worm gear drive—™% H. P. 
motor—shipping weight 1280 lbs. Big profits certain—Send for full 


details. 
Sold by Leading Jobbers 





~ 
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Compressed air is rapidly’ becoming the work horse of 
more and more jobs in every service shop. The efficiency 
with which air does these many jobs depends upon the 
equipment used. 


JUMBO WILL CLEAN UP DOLLARS 
CLEANING UP CARS 





JUMBO SPRAY MIST 


More than a car washer—Jumbo is the 
All-Purpose System supplying air for all 
shop needs—at a “‘lower-than-usual’’ cost. 
Washes cars with fine, fog-like spray. 
Removes grease from chassis, cleans motor 
and transmission with kerosene spray. 
Straight air thoroughly cleans interior of 


car and speeds up drying. Also supplies 
air for tires, air tools, hoists, doors, spray- 
ing paint and oiling springs. 


Jumbo Spray Mist does an all-around job 
unequalled by any other equipment. A 
real business-getter and profit maker. 


PORTABLE SpRAY PAINT UNIT 


Smooth, steady flow of air from 4-cylinder compressor assures 
perfect spray painting. No uneven spurts of air—no “thick- 
and-thin” spots. Practically eliminates hand rubbing. Portable 
—efficient. Ideal for quick “touch-up” jobs. Jumbo compressors 
of greater capacity may be had in stationary design. 


Illustrated booklets 
free on JUMBO Equip- 
ment, : 


AT Vth \j 
\ \ 
\ 


Sa 
< y 
AghePRICE-HOLLISTER CO. 
oa "/ booklets describing 
NAME 


eae 
J ff Pir S | 
.  ROCKFORD,ILL. DEPT. P-3, 
« Please send without obligation 
‘/: J Brake lester L_] Spray Mist System 
(Brake Drum Conditioner|_| Paint Spray Unit 
| ADDRESS 
CITY. 
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~~ A MESSAGE 
TO DEALERS 
IN SMALLER 


COMMUNITIES 
fy, tatty 


President, 
The Willys-Overland Company 
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Toe dealer in a small community has for his customers 
people who are his neighbors, his associates, his friends. 


In selling them a motor car, he must go beyond ordinary stand- 
ards to protect their interests. He must be sure not only that. 
the car he delivers represents high value, but that the customer 
will be troubled by no mechanical difficulties. 


The perfected Whippet is a car you can safely sell to your 
neighbors—kKnowing that their experience after the purchase 
will only further cement their loyalty to you. 


We say this confidently because we Know from the experience 
of hundreds of thousands of drivers just how this car performs. 
And their friendly suggestions have enabled our engineers to 
bring it to its present point of perfection. 


The Willys-Overland line, including the Willys-Knight line 
of Sixes, gives you complete market coverage — cars listing 
from $455 to $2695. Yet it does not obligate you to carry an 
excessive stock. 


We sincerely believe no other automobile franchise offers you 
greater Opportunities for profit and sound permanent business. 


Write for Information to Sales Dept. 


WILLYS-OVERLAND, INc., TOLEDO, OHIO 


WILLYS-OVERLAND SALES COMPANY, LTD., TORONTO, CANADA 
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THE JEWELS 
OF THE MOTOR 
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The Strongest 


Endorsement 


Jo motor car manufacturer 

having once adopted the 
Nelson Bohnalite Piston 
in regular production 
has ever discontinued its 
constant use. 


BOHN ALUMINUM & BRASS CORP. 
DETROIT MICHIGAN 


Also makers of the famous Boin Ring True Bearings 
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ni -|Save some 27 cost 

Bae items—by specify- 
ing Arrow Heads 
iE ceyandel= Ze lebbeertoel: 
and service needs 




















ITH pistons traveling two and}; — 
‘| one-half times as far as tires —|) 
/ |and in a fiery white heat of flame —| — 
there is a great advantage for the} 
eeleceymp ert cour-tele mer) me) aiautlu aioltni (etd 
er in specialized manufacture, with 
iD dauclirzccmscloltie(ccmmnelourmjcerte 
M\ jized guaranty. That’s how you buy 
SV iretuacae Wot Tach Cohvmerttebmrteiceymnitl ca 
jare buying Arrow Head quality pis- 
tons and pins — in balanced assem- 
blies, ready to fit. 























Pistons ¢ Piston Pins & Axle and Drive Shafts 
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tudebaker Serves Its Dealers 


1. Sales Training 


Studebaker salesmen are offered a course in salesmanship built around 


the selling of Studebaker and Erskine cars—no generalities but all \ 
specific, definite help. Several thousand salesmen have enrolled for ( 4. 


this course and testify to its value. Dealers are supplied with systems / iW) 
for controling and directing salesmen. 
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2. Used Car Sales—Pledge Backed! 


The manner in which Studebaker has contributed in helping its 
dealers sell used cars is the talk of the motor industry. Studebaker’s 
Used Car Pledge has appeared in every newspaper of importance in 
America and Canada and in the great national magazines—a war- 
ranty of honesty in used car sales that has put Studebaker dealers on 
a firm foundation for dependable used car merchandising. This phase 
alone of the Studebaker-Erskine franchise makes it the most desirable 
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Increasing salesmen’s earning power. 

A lecture on the Studebaker Sales 

Course and the use of the Studebaker 
Sales Portfolio. 





3. Extensive Local Advertising 


Studebaker advertises extensively in local newspapers, thereby 
tying-up directly with the dealer’s selling efforts. Over 
$2,500,000 was spent by the factory in newspaper advertising 
during 1927. Literature is supplied to dealers free of charge. 
Factory participates in the cost of local direct-mail campaigns. 






* e ; 
4. Service Co-operation $piiine 
Service Representative in each branch, who calls upon i 
Studebaker dealers to help them in developing profitable ) 
business-building service. A standard book of authorized 
service tools and equipment is issued, showing Studebaker 
dealers the most practical servicing methods and tools which 
have been tested and proved. Aset of nine books ina cabinet 
gives complete information on the repair and adjustment of 
Studebaker cars built since September 14th, 1924. Sheets 
are issued as car changes make revised instructions necessary. 





. At the South Bend fac- 
ro 5 ° Service Schoo tory, one of the largest 
| _ and best equipped service schools in the industry is maintained. 
| Mechanics, salesmen and dealers may come to this school at 
any time and take up a course of training of any length they 
desire—at no cost. The school training is so arranged that the 
student may come for a week or a month, or longer. 





- : An independent financ- 
6. Sales Financing po erent aoe 
Studebaker dealers only, provides a financing plan which offers 


superior service and low finance rates. This service includes 
the financing of purchases for the dealer’s own stock. 
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TEN WAYS IN WHICH STUDEBAKER SERVES ITS 
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SHpEALERS IN SELLING AND SERVICING CARS 
> 7 8 _ 
7. Sales-Service Publications — 
A magazine called Studebaker Service is issued monthly. im 
Information on handling of customers, arrangement of shop, | Tews 
methods of eliminating waste, service tools, changes in car ——__ 
design, service advertising and many service helps which have __ 
been tried out by other dealers and found profitable areoffered _ 
in the pages of this valuable publication. ail 
A semi-monthly house organ, The Studebaker News contains \ 
valuable sales helps. It is a veritable clearing house of ideas 
for the entire Studebaker organization. 
Still another publication, The Studebaker Wheel, is available =| 
to Studebaker dealers to send to owners and prospects. With | 
the dealer’s imprint on the front cover, it carries a dignified | | ¥ 
selling message which secures a reading 1n the home. Lf 
* o + * 
The follow- 
8. Retail Systems Division 2% 
developed helps are offered by this division of the sales 
department: — Simplified but highly efficient accounting 
system; assistance to dealers in budgeting expenses; installa- 
= tion of piece rate and flat rate service system; and a retail 
ee sales procedure plan. 
» 
Va), 
; 4 © 
x ay: 9 * 
eral 9. Dealer’s Service Clubs ®_ «vy 
cil tory the District Service Managers have organized Stude- 
- _ i baker Service Clubs. Meetings are held either monthly or 
bi-monthly to which Studebaker dealers are entitled to send 
as many representatives as they see fit. Many helpful sug- 
gestions come from these meetings, where service ideas are 
pooled and the best methods discussed. 
10. Architectural 
o 
Service 1 
d. Studebaker maintains an Archi- f% 
nt tectural Department with a prac- 
tical Consulting Architect who 
“ advises with and assists dealers a 
in improving their building facil- — F 
ities. This cooperation has proved ha As PS 
of the greatest benefit to Stude- - % oa ees Qt 
\C- baker dealers wishing to enlarge it i eins 
re their plants or to build new ones. 
es 


Demonstrating the use of special 
service tools in the Service School. 
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HE 10 ways Studebaker helps its dealers to sell 

and to service cars—illustrated on preceding 
pages—offer added proof that this is America’s most 
friendly factory. 


Men at the wheel of the Studebaker organization are 
dealer minded! President Erskine pioneered many 
policies to safeguard dealers’ profits, such as rebates in 
case of price reductions; re-purchase of new car stocks 
in case contract is terminated, etc. Vice President 
Vance, in charge of production, was formerly sales 
manager of Studebaker. He builds each car so it will 
be readily salable—and stay sold without servicing 
expense to the dealer. Vice President Hoffman, in 


The New American Edition of 
The ERSKINE SIX 


Bigger!—Roomier!—More powerful!—More brilliant in 
performance!—Holds 24-hour record for stock cars 
under $1000! 


$795 to $965, f.o.b. factory 


The New DICTATOR 
Champion of Its Price Class 


broke all records for stock cars under $1400 by maintaining 
better than mile-a-minute speed for 24 consecutive hours. 
A super-value at 


$1195 to $1295, f.o.b. factory 
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~America’s 
Most Friendly Factory 


offers the most profitable franchise 
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charge of sales and advertising, was and is a successful 
Studebaker dealer! No wonder Studebaker policies 
make money for Studebaker dealers. 


Aided by a great engineering staff and a million-dollar 
proving ground, Studebaker has created and perfected 
four great lines of cars that have won for Studebaker 
all the highest endurance and speed records for fully 
equipped stock cars, regardless of power or price. 


With a price range of $795 to $2250 you can profit 
from every prospect in your territory. Studebaker 
dealers, even in small communities, will earn big 
profits in 1928. The coupon below will bring you 
complete information about this new franchise. 


The COMMANDER 
—World’s Champion Car 


holds all the highest endurance and speed records for fully 
equipped stock cars, regardless of power or price—went 
25,000 miles in less than 23,000 minutes. 


$1495 to $1695, f.o.b. factory 


The New PRESIDENT 
Straight Eight 


100 horsepower —80-miles-an-hour—131-inch wheelbase — 
hydraulic shock absorbers—richly finished and appointed 
—an outstanding achievement of automotive engineering 
and the outstanding 8-cylinder value at 


$1985 to $2250, f.o.b. factory 


New Contract 
for towns and villages 


For small communities we offer a new and unusual con- 
tract. Hardly any capital is required. No shop need be 
operated. No used cars need be handled. No commit- 
ments need be made to purchase any particular number 
of cars. In small towns you can confine your efforts—if 
you wish—to the opening wedge of the line—the new Am- 
erican Edition of the Erskine Six at $795, f.o.b. factory. 
If you maintain an Erskine demonstrator, you are en- 
titled to sell all other Studebaker passenger cars, and Stu- 
debaker’s comprehensive line of commercial cars as well. 
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The Year’s 
ie" $1395 
Sensation! 


8-in-line Sedan Freight, tax and special 
123” wheel base equipment extra 


OFIT wz 


ELCAR8-78 
in Shoch-less Chassis 


The fame of ELcar’s Shock-less Chassis grows with every 























































day. And with it grows the value of the ELCAR DEALER 

20 Superb Models 
Fights and Sixes FRANCHISE. Act now if you want to be the ELCAR dealer 
or ee. in your territory. Get the facts. A money-making oppor- 


, F. O.B. iori i 
$1295 sad up, FO tunity, based on product superiority, price advantage, 


= and the Shock-/ess Chassis, a riding comfort feature no 
8-78 Series at $1395 








includes other car can give. 
Pr sony pan Learn about ELCAR 8-78—big roomy 4-door 5- pas- 
se Ce senger Sedan—amazingly priced at $1395! Acar of beauty, 





style, performing quality and service durability. A price 
that makes it a value unapproached in its quality class! 


Get our ELCAR Agency proposition. 
Liberal discounts, valuable cooper- 
ation. Write or wire today. 
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8-78—5 - Passenger Sedan 
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: ELCAR MOTOR COMPANY — Builders of Fine Vehicles Since 1873 ELKHART, INDIANA 
l. ees 





if 
> 
tO Ase 





MOTOR AGE 























nei ee 


eed 
2 LLLOE LILO NII Neen ni 




















Panels finished in Duco are mounted on 
racks and exposed for years to the elements 
to find out in a practical way the dura- 
bility of Duco under the action of sun, 
wind, and rain, hail and snow, the dirt 
from city streets, and the soot from 
nearby chimneys. 
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75 


L)uco —a product of 


THE OPEN MIND 


O finish a high grade automobile body used to require 
thirty days. The whole process of production was held 
up in the paint shop, increasing the cost of cars to the pur- 
chaser; and the paint finish, when completed, was easily 
scratched and subject to rapid deterioration by the elements. 


Experts in the DuPont Company had been working 


long to produce a quicker drying finish of more durable 
beauty and longer wear. 


In the manufacture of toys a finish was being sprayed 
onto the product, but it dried too fast for use on the large 
body of an automobile. Research work by paint manu- 
facturers had shown the impossibility of achieving any 


decided advance through the improvement or modifica- 
tion of paint. | 


In cooperation the DuPont and General Motors en- 
gineers, after thousands of trials and failures, finally pro- 


duced Duco. Oakland, a General Motors car, was the 
first to adopt it. 


Today Duco has become an asset not merely to Genera! 
Motors, but to the better grades of cars throughout the 
industry. The advantage to car buyers—in manufacturing 
savings, which can be put back into the car in increased 
quality, and in the more attractive and durable finish of the 
cars—amounts to millions of dollars a year. 


The story of Duco is a striking example of what scien- 
tists can achieve when they work together with large 
resources—and with an open mind. 


| MOTORS 








CTS OF GENER 


os os 
“A car for every purse 


and purpose” 


CHEVROLET 
PonTIAC 
OLDSMOBILE 
OAKLAND 
Buick 
LASALLE 
CaDILLaAc 
All with Body by Fisher 


GENERAL Morors 
TrucKS 


YeELLow CaBs AND 
CoaCcHES 


FRIGIDAIRE 
Electric Refrigerators 


Detco-Licut 
Electric Plants 


Delco-Remy Electrical Equip- 
ment- Harrison Radiators - Delco- 
Remy Levejoy Shock Absorbers 
Jacox Steering Gears - A C Spark 
Plugs - AC Speedometers -AC 
Oil Filters « New Departure Ball 
Bearings + Jaxon Rims, Wheels 
and Tire Carriers - Brown-Lipe- 
Chapin Differentials «- Hyatt 
Roller Bearings - Inland Steering 
W heels - Klaxon Horns 


General Motors passenger cars, 
Frigidaire electric refrigerators 
| and Delco-Light electric plants 
may be purchased on the low-cost 
G MAC Time Payment Plan 











TUNE IN—General Motors Family 
Radio Party. Every Monday evening. 
9:30 Eastern Standard Time. W EAFand 
29 other stations associated with N. B.C. 
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\ 4 YE respectfully direct your attention to the 


advertisement on the opposite page which 
appeared in the St. Louis newspapers on Sunday, 


February 12, 1928. 


“The owners of Paige cars are best served through 
dealers who have the three fundamental C’s— 
Character, Capability, Capital”. (A message from the 
three Graham brothers—June, 1927.) 


Throughout the St. Louis territory the name of the 
Weber Motor Car Company has long been held in 
high respect, and it is with especial pride that we 
welcome this organization into our family. 
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Model 619 
4-passenger Coupe 
$1575 f.0. b. Detroit 


GRAKAM-RAIGE 


March 1, 1928 





MOTOR AGE 


After 


Seventeen Years 


HIS announcement closes an 

association which has contin- 
ued ever since the establishment of 
our business in 1911. 


For the past ten years we have 
occupied the same spacious and 
well-equipped building at 1817 
Locust Street. 


After a very thorough personal in- 
vestigation we decided to join forces 
with the three Graham brothers. 


We were deeply impressed with 
their manufacturing plans, their 
production facilities at Detroit and 
Wayne, Michigan, and their fair 
dealer and consumer policies. 


With the three Graham brothers, 
we believe that “TO SELL WELL 
IS TO SERVE WELL”. 


Such a policy, as evidenced by the 
outstanding success of the three 
Graham brothers in both commer- 
cial and passenger car fields, makes 


us proud and glad to join the 
Graham-Paige organization. 


We now offer the new Graham- 
Paige line as outstanding in quality, 
performance, appearance and value. 


A wide variety of models is on 
display at all four of our St. Louis 
retail establishments which repre- 
sent a combined floor space of one 
hundred thousand square feet. 


You are cordially invited to inspect 
the new Graham-Paige motor cars 
at any one of these showrooms. 


To the many customers and friends 
who have made our success possible, 
we express the hope that they will 
continue to use our service sta- 
tions, parts departments and other 
facilities. 


To them, and to the new friends we 
expect to make, we pledge a continu- 
ance of fair dealing and honest 
methods which have governed our 
business since the beginning. 


WEBER MOTOR CAR COMPANY 


A wide variety of models and 
body types—prices beginning 
at $860, f. o. b. Detroit. 


by Edward Weber 
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The Biggest Year for 
Sleeve-Valve Motor Cars 





This year cars powered by the fully developed six-cylinder 
Knight double-sleeve-valve engine, will replace many 
thousands of poppet-valve motor cars. 


This great basic development in motor design is restricted 
for a period of years, to a limited number of manufacturers 
and their dealers; and these dealers will have selling advan- 
tages which will give them a decided lead over competition. 


Every progressive automobile dealer should become familiar 
with the remarkable performance and high quality con- 
struction of the new Falcon-Knight Six—the lowest-priced 
sleeve-valve motor car. 


Write or wire for full information on the Falcon-Knight 
franchise. 


FALCON MOTORS CORPORATION + DETROIT, MICHIGAN 


Falcon-Knightl 


AMERICA’S FINEST TYPE 












































|| Make more money 


in 1926. 


You can make an extra $1 to 



























$6 on every armature job if 
you trade-in the CORES for 
FREDERICKS REWINDS 
Don’t ever throw away the core of a burned-out armature. 
HIGH SPOTS “Trade-in” the core and get a Fredericks Rewind—equal to new 
ini aniiee.ockeinadl in every respect, and backed by a new-armature guarantee. 
Cc 
1 as $6 EXTRA. . a | 
eS et oie Thousands of repairmen are following this plan and making an 
2 no more than Baan. extra one to six dollars on every burned-out armature. 
Y . — 
3 nt So ee Write today for the name of the nearest jobber operating a 
—- to 1 7 — Fredericks Rewind Exchange Service. We will gladly deal with 
Po ce mig ew you direct—but prefer that you deal through your Fredericks 
Jobber. You pay no more, and get the advantage of immediate 
delivery. Use the coupon below for free catalog and complete 
information. H. M. FREDERICKS CO., LOCK HAVEN, PA. 
Satie 
| H.M. FREDERICKS COMPANY t 
Swap | Lock Haven, Pa. . 
2 : Gentlemen: i 
ad ocS amp | Send full details, prices and name of nearest jobber | 
for the operating a Fredericks Rewind Exchange Service. | 
° Ns ssn ancnudsraneniinnvbddla ree eee [ 
money-making Aetna 
. . l 0 ee ee Te 
information | 
I, 000 eeennndeoekeensiuneceetnsensesewreseendedens 
{ ee Pe iinnnceneenees | 
= —————— 
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Confidence and Respect 


Above and beyond all other considerations is the 
fact that the combined trade circulations of 4uto- 
mobile Trade Journal and Motor Age, approxi- 
mately 75,000 paid, reach and cover in excess of 
85% of the automotive dealer purchasing power 
in the United States.* 


These two well-edited publications are 
not only subscribed for and paid for, 
but command the confidence and respect 
of the consequential components of our 
vast net work of automotive dealers from 
the Atlantic to the Pacific, and from 
Canada to Mexico. 


Therefore if you want new re- 
tail outlets, and if you wish to 
keep present retailers favorably 
impressed concerning the profits 
advantage of your product, an 
adequate use of Automobile 
Trade Journal and Motor Age 
will prove most effective—and 
pleasingly low in cost. 


Chilton Class Journal Company 
PHILADELPHIA 
Publishers of Automotive Business Papers 


AUTOMOBILE TRADE JOURNAL Motor WorLD WHOLESALE 


Motor AGE CHILTON CaTALoc & DirectTory 
AUTOMOTIVE INDUSTRIES COMMERCIAL CaR JOURNAL 
AUTOMOTIVE INDUSTRIAL Rep Book OPERATION & MAINTENANCE 


*This fact is proved. A copy of the proof will be sent if you request it. 
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Let 1 
As A 
tion. 


AFTER ALL 
Accuracy 


IS THE ONLY THING THAT COUNTS 


JR SGARDLESS of whether cylinder renewing equipment is high priced 
or cheap, of whether it is easy to operate or complicated—nothing counts 
at AK if it is not absolutely accurate, For cylinder renewing is NOT in fact 
= RENEWING if the work is not accurate. 

a Se Accurate cylinder renewing requires that all cylinders be exactly the same 
size and in perfect alignment—square with crankshaft. 

With the Storm machine perfect alignment is secured, because the unworn 
face of the block is used to establish the new bore square with crankshaft, 
and the cutter head adjustment for size is not altered, in moving the machine 
from one cylinder to another. Accuracy is under definite control. 
Furthermore, the Storm machine is simple to operate, moderate in price, and 
very profitable to own. The Holt Chevrolet Co. of El Dorado, Ark., writes us: 


‘‘We want to take this opportunity of expressing our complete satisfaction with our model ‘‘S’’ 
Stormizing machine. We have had our machine approximately ninety days and have completed 
one hundred and twenty-five jobs. Without a single exception these have gone out and given 
splendid service, Not one of the hundred and twenty-five jobs has come back. We have just com- 





Let us send you a free copy of our booklet “Stormizing pleted three jobs yesterday and four the day before. We can give our heartiest recommendation 
As A Business and Process.” It gives complete informa- ‘° the Storm Mfg. Co.’ 
tion. 


STORM MANUFACTURING CO., INC. 


O06 (A) Gth Ave. So. MINNEAPOLIS, MINN. 


STORMIZING 


THE ACCURATE METHOD OF CYLINDER RENEWING 


KESTER, SOLDER 


Safe and Savins on electrical work: 
Speed— 


On electrical soldering, speed without 
sacrifice of safety, is what Kester will 
do. Kester Acid-Core Solder is ap- 
proved for heavier electrical and gen- 
eral soldering, but for very delicate 


wiring Kester Rosin-Core Solder only 
should be used. 


Both Kester Acid or Rosin-Core Sol- 
der will save you time and material 
wherever you use them. Add to your 
profit by ordering Kester from job- 
bers everywhere. 


Packed on 1, 5, 10 and 20 Ib. spools. 
The larger the spool the greater the zg 


saving. 


CHICAGO SOLDER COQ. 
4203 Wrightwood Ave. 
CHICAGO * U. S: A. 
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Ames Cylinder 
Gauges are the 
recognized 
standard for 
testing and 
measuring cyl- 
They 
are accurate to 
the half-thou- 
sandth--Speedy 


inders. 


and Rugged. 


Ask the next dem- 
onstrator—or your 
jobber about them 
and send for this 
valuable booklet 
containing tables of 
settings for all 


standard bores. 


€ chi | See 
Cylinder 


/ f 
WAUSe 


Mr. Demonstrator 
why he uses AMES 


Cylinder Gauges 











When he sells boring 
machines — boring bars 
—hones — reamers and 
cylinder grinders. 


First he must 
show why cylin- 
ders need recon- 
ditioning—the ex- 
act shape they are 
in—and then he 
must prove that 
his machine does 
a satisfactory job 
—and no other 
Cylinder Gauge 
is as thoroughly 
reliable as an 


AMES. 


re 


B. C. Ames Co. 

Waltham, Mass. 
Please send your CYLINDER 
GAUGE INSTRUCTION BOOK. 
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We anctire. 


R and R 
Giant Installed on 
1928 CHEVROLET 
(Designed by Robt. M. Roof) 


Converts Chevrolet 
Motor into a High 
Powered, High Speed 


Engine 
Without any mechanical changes the 
R & R Giant Head converts a Chevrolet 
—any model, including the 1928—into a 
powerful, silent, smooth running speed- 
ster, capable of 75 miles and upward an 
hour. 


The RandR GIANT 


Super-Power Cylinder Head Equipment is equipped 
with an improved patented inverted intake manifold, 
with hot spot drum, that gives a Super Charger 
effect. 

Quick pick-up, doubled horse power, without vibra- 
tion, heating or detonation. A marvel of strength, 
compactness and power. 

Profitable dealer territory still open. 
wire for terms and franchise plan. 


R & R Manufacturing Company 


Farmers Trust Building 
ANDERSON INDIANA 


Write, or 












Le Price 
Fe Complete 


S89 50 Ff. 0. 5. 
Anderson, Ind. 
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Why Pay More/ 
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Franklin Upright 


meets your need for a 
compact size compressor 





If the price is your problem 
| —the new Franklin Upright 

Records solves it! Small in size— 

New records for speed and endur- high quality, consistent with 
ance are being established every the entire Franklin line— 
year. The record of B. C. A. Ball the Franklin Upright 1s 


Bearings is a record of strength and re a kg. job in many 
| efficiency maintained for many years. shops right now! 
Upright—showing stand- 


! Bearings Company Of America 
( Plant Lancaster, Penna. 
Detroit Michifan Office l0l2 Ford Building. 
ard uipped hose, cord 


‘ Consider these points and and plug. Ready to at- 
t awa S OY S ‘ tach to any 110-115 volt 
* then see your jobber about light circuit. 








If you want a vibrationless, 


quizt-running, wear and 
trouble. proof Compressor 
the Franklin Upright is your 


best bet! 

















$135.00 


Front view of Franklin 











a Franklin Upright! It’s not only low in cost 
but low in operation expense. A % h.p. Super 
Single Stage Compressor, 2 cylinder, belt-driven, 
compact and automatic. And inexpensive! 


If the Franklin Upright answers your need— : 
why pay more? If it doesn’t, there’s a Franklin 
Compressor that will! See your jobber or write 
for prices. 


) ‘ FRANKLIN AIR COMPRESSOR CORP. 
It’s Electric NORRISTOWN PENNA. 


American Electric Door Control opens and closes the There is a Franklin 
doors in spite of the pressure of March winds. Noth- Compressor for every 
ing to freeze, stick or get out of order. Operated from requirement. All em- 
one or more control buttons. Installed as a unit. body exclusive, patent- 
Write for prices, giving name of your jobber. ed Franklin features 
that give them the lead 
in the field for rugged, 








American Appliance Co. 




















Kalamazoo, Mich. trouble-free perform- 
| ance. 
| American 
r Contr Frank ranklin 
Door Control 
~ Send for Bulletin on American Color Flood Lights Manufacturers of a Complete Line of Air 
—= Compressors and Paint Spray Equipment 
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UNIVERSAL 
SPRAY GUN 


The Universal equips you 
to do spring lubrication, 
engine cleaning, painting, 
etc. You can add $3 clear 
profit to your bill on every 
job. 


QUICK PROFITS 
for garages, service stations and repair shops. 


The Universal Sprays oil, paint, cleaning liquid with equal 
efficiency. Air can be connected at either end of handle. New 
low price $12.00. Write today. 


ECONOMY MACHINE PRODUCTS CO. 
5213-14 Lawrence Ave. Chicago, Il. 
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LAN Us AUTO GLASS EDGERS 
SAVE YOU MONEY 


UR prices, because of [| 
() volume production, en- 

able you to own a 
Lange Auto Glass Edger for 
little money. When install- 
ed it will earn many an extra 
profit for you that now goes 
to the other fellow who is 
prepared for this work. Get 
details from us today. 


Henry G. Lange Machine Works 


166 No. May St., Chicago 























DOVER 


SAVAL 
Liquid Oil Measures 
Mitty Shab Bull anf 
The cog known thom op- 





« 
straining device assures ty 
perfect SL ALWAYS. 


DOVER MEASURES 


with valve control and oil strain- 
ing device, are made in 1-3-4 
quart capacities 


Manufactured by pas 
DOVER STAMPING & MFG. CO. 
CAMBRIDGE A, MASS. 





























CANTON 33 


With Sufety 
FRICTION BRAKE 


PAY FOR IT 
OUT OF 
EARNINGS 


When you pay $175 for a CANTON with 
Safety Friction Brake you get what will 
LAST FOR MANY YEARS. Used by Ford, 
Dodge, Packard, White, ete. Ratchet and 
pawl type, $125 for the 2-ton size. 

The Safety Brake easily installed on new 
or old Cantons—$50. Meets all state safety 
codes. Locks load at any point. Load must 
be wound down. Ask about our Easy Pay- 
ments. Write for 48-page catalog. 


—— CANTON FOUNDRY & MACHINE CO. 
_— CANTON, OHIO 











There are Profit Making Ideas 
in Every Issue of 


Motor AGE 





Many subscribers of MOTOR AGE, 
who realize the value of its contents 
each week, route every issue regularly 
through their places of business to all 
departments. 





CHESTNUT and 56th STS. 


[MorTor AGE 


\ 


As a means of business-building this is 
a profitable habit to encourage, both 
for the benefit of the organization and 
its individual members. It is always 


best to read MOTOR AGE every 


week, 





PHILADELPHIA, PA. 





wil 
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| STIL .,,, valve Face. _ | | THOMPSON Hydraulicator 





















































Before you’buy any"valve grinding machine, it ‘will The only Hydraulic Shock Absorber with the 80/20 
pay you to;investigate jthe “Sioux.” Nothing like it! control factor. No drilling of car frame. No 
‘Ask Your Jobber About It. servicing or adjusting. For dealer proposition write 
ALBERTSON & CO. Sioux City, Iowa Thompson Spring Corp. Wilmington, Del. 
SPEED UP YOUR TIRE SERVICE a Sree 
The ill vase the press lsten PI STON 
axe raise e SAS FAS aten RINGS 
“the Hyaraul a Pump. SECOND YEAR SATISFACTORY SERVICE 
LER S 
—_ Fee cris email F cell Pays Big Dividends.’’ *‘OIL CONTROL”? PISTON RINGS 
‘Easily attached to any make of press. } Mg pany My BF, 2 oe 
The Charles F. Elmes Engineering Works, 230 N. Morgan St., Chicago THE WEL-EVER PISTON RING CO. TOLEDO, OHIO 
Sold most everywhere. If your dealer cannot supply you write us. 























NEXT WEEK 


—is the time to read next week’s issue of MOTOR 
AGE, as you are reading this week’s issue this week 


Motor AGE 
Chestnut and 56th Sts. Phila., Pa. 


TANS RADIAL 
against repeated boilings and a yaa _—_ to last the full 


Damageproo: 
Life “of the of = car. Complete radiators for vrolets, Dodges and 
h 














Maxwells. Cores for all cars and TRUCKS. Por a ty a your jobber’s, write 


J. C. Black Mfg. Co., Inc., Oil City, Pa. 
















































**Bellevue’’ 
Side-Plate 
Trunk AIR COMPRESSORS pressed y . akbue how “4 
Carriers ph, Ee 
' Most efficient BREE BRUNNER MFG. CO. 
“ for all Cars Ew ¥ 
The Bellevue Mig. Co. Bellevue, Ohio 














WAP a postage stamp for 
thousands of dollars worth of 
real facts on Car Washing. Send 


for your free copy of the hand 
book. 


MANLEY MFG. CO. 
York, Pa., U. S. A. 








Stock NO- OGL OL D motes safe 
GLAR and driving by 
get the extra banishing 


profit it will VO G LAI lights. Write or wire 
Super-accessory that pro- for discounts and literature. 


HONOLD MFG. CO., Sheboygan, Wis., U.S.A. 




















, The 
= - SUPERIOR REBOUND CONTROL 


adds riding comfort to the car and greatly 
prolongs its life. 


9 ¥ ; . See our Full Page Advertisement in the 
There’s always February 10th Tee 
. ° SUPERIOR REBOUND CONTROL, Inc. 
something new just 2905 60th Street Kenosha, Wis. 


at hand for the 


regular reader of — Dace. 
MOTOR AGE “Buy of Breeze’”’ sin, oregon will Incense the 


your shop. Write for details. 























BREEZE CORPORATIONS, INC. 















































24 So. 6th Street Newark, N. J. 
HELP WANTED—MALE. Salesmen to sell CLASSIFIED MOTORS: New General Electric %4 H.P., 
Automobile Bulbs to the jobbing trade on a $11.90; Yo H.P., $27.75; 1 H.P., $38.50; 8 
commission basis. Exclusive territorial arrange- WANTED—wWills Ste. Claire motor for 1925 car, Volt Charging Generators $10. Grinders, Drill 
ment. Give full particulars regarding present model W-6. Will consider chassis if not too Presses, etc. New catalog. Special discounts. 
connections, and past record. Address Box expensive. Eddie Meyer, 2431 S. Michigan MOTOR SPECIALTIES CO., Crafton, Pa. 


6317, MOTOR AGE. Avenue, Chicago, Ill. 


A eteeeiccnceeeemeeeees 





















There’s 
Money 1n it! 





The second-hand open car 
is worth more if the curtains 
are intact. Broken windows 
detract. Windows repaired 
with Kodaloid 
Transparent Sheeting) cost 
no more yet they add many 
times their cost in resale 
value. 


(Eastman 


Kodaloid is easier to look 
through, easier to look at 
and stands up in service. 
Only Eastman makes Koda- 
loid and you can stand back 
of every Kodaloid job. 


Fillout the coupon below 
for free sample of Kodaloid 
for testing. 


Eastman Kodak Company 


Chemical Sales Department 
345 State Street 


Gentlemen: 


Please send name of nearest Ko- 
daloid jobber and sample for test- 


ing. This incurs no obligation 


whatever. 
Name 


-—-—-—-—-— SE er ee EK KC OK ee ew OK HK Tee O OSs See neat eanacaanacene & 


Address. -.......-.-.-----. otiemiemamataieaeiaamatie 








Rochester, N. Y. 
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The Advertisers’ Index is pub‘ished as a convenience, and aot as a pir 
of the advertising contract. Every sare will be taken to index correct); 
Ne allowance will be made fcr errors or failure te insert. 
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Albertson & Co. 


American Appliance Co...... 83 


Ames Co., B. Cu..ccccccvcee: 82 
Arrow Head Steel Products 
ee dls iasaip 646 
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Bearings Co. of America... 83 


Bellevue Mfg. Co......+.eee. 85 
Bigier Bif@. CO... .cccccccsess 67 
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Bohn Aluminum & Brass 
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3rd Cover 
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Budd Wheel Company...... 68 
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Back Cover 
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Indian Motocycle Co..2nd Cover 
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Jordan Motor Car Co. 
Front Cover 
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Landis Eng. & Mfg. Co. ...58, 59 
Lange Machine Works, 
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M 

Manley Mfg. Co. .......... 85 
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New Departure Mfg. Co..... 7 


North East Service, Ine.... 2 
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Stromberg Motor Devices 
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Thompson Spring Corp...... 85 
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“—-AND CHECK 
TIMING CHAIN” 


Smart garagemen and service 
managers always include this item 
on General Inspection Work 


Cards. 


Usually a simple adjustment is all 
that is necessary. A badly 
stretched or noisy chain, however, 


should be replaced. 


Service men who seek the profit- 
able advantages of customer 
satisfaction make replacements 
with 





CHAINS 


Quiet and Permanent 
Replacements 











THE WHITNEY MFG. CO. 
HARTFORD, CONNECTICUT 
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Stromberg Vis-a-Gas Carburetor 


New and Better — Specially built for the 1928 Ford, 
Chevrolet, Pontiac, Whippet, Star, and for practically 
every make of car. The most highly developed and 
most dependable carburetor made. Assures easier 
starting, Smoother Idling, Snappier Acceleration and 
more Economical Operation — meeting more com- 
pletely the particular requirements of every car and 
the Toenail of the motorist. A enue in per- 
formance. Let us tell you why. 








ST cCARBURETO 





thought it was 
a side line’ g.| 
BU I—i1t was a business! 


aoe 


He was a top-notch business man—aggressive but @ 
cautious. He decided to handle Stromberg Carbu- 
retors as a side line. He soon discovered that the 
tail was wagging the dog. He found Stromberg his 
biggest and most profitable line. He sold $18,000.00 
worth of Stromberg products in 1927 at a hand- 
some profit in a town of 35,000 people. He has 
gained the respect and confidence of his community 
by selling an article of great merit. He has hun- 
dreds of boosters because he sold them something 
that exceeded their expectations. 

He did it, as have thousands of others. You can do it— 
we will help you. A dominant National Advertising Cam- 
paign for Stromberg Carburetors starts in April. This is for 
your benefit. Send for full particulars about the complete 
line of famous Stromberg Automobile necessities and our 


Special Service Station proposition. Be the first in your 
community to get this valuable franchise. Write today. 


STROMBERG MOTOR DEVICES COMPANY 
58 East 25th Street, Chicago 
Factory Branches in Principal Cities 


“The Accepted Standard” 
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about Vacuum Brakes 7 


The new B-K Vacuum Safety- 
Servo Brake for four-wheel 
brakes, exhibited to the trade 
the first time at the New York 
Show, and described in Auto- 
motive Industries of January 
21st, was pronounced by the 
trade the brake development 
of the year. 


Get wise—write for circular. 





Safety-Servo Brake - - (for 4-wheel brakes) 
Booster Brake - -- - - (for 2-wheel brakes) 


Three years ago we received our first order for 
B-K Booster Brakes which are now standard 
equipment on most busses and many trucks of 


which proves that vacuum braking is not only 
successful, but necessary. 


BRAGG-KLIESRA TH CORPORATION, Queens Blvd. & Harold Ave., Long Island City, N. Y. 


a 


Sole Licensee Dickson Patent 1,076,198 











Chrysler’s new lower prices have widened Chrysler's 
already extensive market. This means, to those who 
have or obtain the Chrysler franchise, a selling oppor- 
tunity without equal in the industry. 


The lowest prices at which Chryslers ever have been sold 
—*670 and upwards—in four different lines of cars — 
52,” “62,” “72” and Imperial “80”—all this spells 
unlimited sales and profit possibilities. 


Public demand for Chrysler cars was never more active— 
27th to 3rd place in sales in 42 months—and still coming. 


And Chrysler dealers have the further advantages of 
more than competitive discounts and fair factory policies 
under which to operate. 


If you would insure 1928 being a money-making year for 
you, get the details of the Chrysler franchise and, if possible, 
join the rapidly growing Chrysler dealer organization. 


Communicate with us for the detailed facts about 
the greatest profit possibilities in your territory. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LTD., WINDSOR, ONTARIO 








